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Forty-nine Years of Service to the Public 


THE METROPOLITAN CASUALTY 


Insurance Company of New York 
HOME OFFICE, 47 CEDAR STREET 


ASSETS LIABILITIES 


$ 302,600 00 Reserve for Unearned Premiums 566,366 37 

245,000 00 Reserve for Unadjusted Losses.................006 44,374 47 

552,233 00 Reserve for Federal and State Taxes 52,408 82 

Cash se and in Bank 133,326 09 Commissions on Uncollected Premiums........... 65,296 29 


First Mortgage Dee aor oa ccf ocho ozs arose oh ctarevaecoicia slats L4G ROO OO «AD Citiser Lambe... oo oc ce ccccinssncasascees 1,733 24 
204,343 20 $300,000 00 


Premiums in Course of Collection 2 
Interest Accrued a0¢2 9s NEP SURPEUS. ....0..05. 0006. . 560,895 53 
ee ec ems —_————-__ $860,895 53 


Total Gross Assets $1,591,075 22 $1,591,075322 


AMOUNT OF ALL LOSSES PAID TO DATE $8,017,661 00 


Our Reputation for Liberality and Promptness in the Adjustment 
of Claims Stands Back of Every Policy of the Metropolitan 





EUGENE H. WINSLOW, President 


Robert A. Drysdale, Vice-President S. Wm. Burton, Secretary Albert H. Lahy, Assistant Secretary 





BROOKLYN BRANCH, 153 MONTAGUE ST. 
PENDLETON & PENDLETON, Western District Managers 


OT TT 


eu UT 














Nee eee ee’ 


NATTY TYAS Sk © eee ATED ET 11) | CCC TYEE SS 


<<" 














THE SPECTATOR 

















FINANCIAL STATEMENT 


MERCHANTS LIFE INSURANCE COMPANY 


Des Moines, Iowa 
DECEMBER 31, 1922 





ADMITTED ASSETS 

(Basis—Insurance Department Report) 
Mortgage Loans on Real Estate $4,528,676.26 
Policy Loans and Premium Notes 428,785.10 
Bonds—U. S. Government 120,506.00 
Bonds—Municipal, Ete 171,117.75 
Cash in Banks and in Office 212,536.49 . 
Interest due and accrued 136,206.30 
Net Uncollected and Deferred Premiums 206,598.60 
All other Assets 9,005.87 





Total Admitted Assets $5,809,432.37 


LIABILITIES, CAPITAL and SURPLUS 

Legal Reserve $4.,181,902.00 
Special Reserve Funds 806,935.80 
Premiums paid in advance 23,007.24 
en ae eee er 54,413.78 
Claims Reported or in Process of Adjustment 74,021.50 
All Other Liabilities 43,310.33 
eee $4.00,000.00 

Surplus 225,841.72 

Surplus to Policyholders 625,841.72 


$5,809,432.37 





Paid Policyholders since Organization (1894).. $7,131,390.47 
Paid Policyholders during the year 1922 930,634.07 
Approved Securities on deposit with the State of 
Iowa on December 31, 1922 5,008,335.64 
INSURANCE IN FORCE DECEMBER 31, 1922. . $77,122,136.00 
WILLIAM A. WATTS, President 
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PRUDENTIAL MANAGERS MEET 


President E. D. Duffield Envisions Company as Instrument of Service 


N the large and chapel-like auditorium of the 

Prudential Insurance Company of America, 

located in the north building of the home 

office group in Newark, N. J., over seven 

hundred industrial superintendents and or- 

dinary managers enthusiastically welcomed 

President Edward D. Duffield’s maiden 

dial speech before them on the afternoon of 

Tuesday last. From the door at which he entered it was neces- 

sary for him to walk nearly half way around the room to reach 

the rostrum. His progress was nothing short of triumphal, and 

the sound of his footsteps was drowned in cheering and clapping 

that continued and grew in volume for several full minutes after 
he reached his chair. 

The initial gathering of this three-day session was preceded 
by a luncheon—a happy thought, for the delegates were well 
filled with food and disposed to listen quietly to a program 
aimed to refire every Prudential agent with the spirit of service 
and accomplishment in which that great company has been de- 
veloped. 

The assemblage hushed the while President Duffield read the 
roll of, and paid due tribute to, the company’s dead during the 
two years since the previous managers’ convention at Atlantic 
City. Then, indeed, the chapel-like atmosphere, created by the 
paneled ceiling with its arched wooden beams, was enhanced. 
The spell was broken only when the president began reaching 
the accomplishments of the year just past, accomplishments 
which called forth great bursts of cheering. 

Mr. Duffield presided and delivered an eloquent, forceful and 
Most practical address covering every phase of the company‘s 
‘ganization, past and present conditions of the business, and 


pointing out an inspiring goal for future conquest. 
is a condensation of his remarks. 


Following 


This is the old home week for the Prudential man. We have been 
looking forward here to welcoming her sons from every point of the 
United States and Canada. We extend to you a most cordial and hearty 
welcome during your attendance at this convention. 

We are fortunate in having with us, not only those delegates from 
the United States and Canada who sell life insurance, but also those en- 
gaged in Prudential service in making Prudential loans to the people. 

I cannot allow the opportunity to pass without failing to pay a tribute to 
those who are no longer with us, loyal men who worked steadfastly for 
us but who are now, alas, no more. (Mr. Duffield then read the Pru- 
dential death roll for the past two years, which was solemnly received 
by the assemblage.) It is right and proper that this brief reference 
should be made to the work they did, and I am sure their service, while 
they lived, helped to enthuse each one of us. 

It is my pleasure to give you the result of last year’s operations. I 
may summarize it by saying that it is the largest business ever produced 
in the history of the Prudential, and it was produced at the lowest rate 
of expense in the company’s history. Abstracts from the figures follow: 


BUSINESS OF THE PRUDENTIAL IN 1922 
Amount of Insurance, Paid-for Basis 


Total Issued, Revived and Increased 
Gain Over 
1921 1922 1921 
$453,000,000 $532,000,000 $78,500,000 


Ordinary 2 
686,000,000 779,000,000 92,700,000 


Industrial z 


$1,311,000,000 $171 


7 
200,000 


Total ccvceccecee $l,h99,000,000 
Increase in Insurance in Force 

$212,000,000 $281,000,000 $69,000,000 

360.000,000 365,000,000 5,000,000 


$646,000,000 $74,000,900 


Ordinary 
Industrial 
Total $572,000,000 
Total Insurance in Force 
$2,513,000,000 $2,794,600,000 $2 
3,155,000,000 3,519,500,000 3 


5,668,000,000 


Ordinary 
Industrial 


Total 


$1,000,000 
65,000,000 





$6,314,200,000 $646,000,000 


The results show that we have more industrial insurance than any 
other life insurance company in the world. Another important con- 
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sideration is that at the end of the year 1923 the company will have in 
its possession one billion dollars of assets. 

The low rate of getting business means that we did our business last 
year cheaper than was done in any industrial life insurance company 
transacting business in this country. That means the possibility of our 
not being able to make so good a return if the expense rate had been 
more. As the expense rate goes down, the possibility of liberality to 
policyholders goes up. 

This company has outstanding a greater number of individual loans 
on real estate than any other company. The average amount of our 
loans is smaller than some other companies. We are more interested in 
loaning money in smaller amounts to individuals to build homes than 
to invest our money in making loans in large enterprises. Our aim is 
to aid individuals to build Americn homes and thus assist our numerous 
policyholders. 

There are some outstanding events that I want to refer to on this 
You enabled us to issue an extra dividend larger than we 
have been able to in previous years. The ordinary agent had the best 
year in the entire history of the company. I wish to state that there are 
not more than ten or twelve companies which wrote last year more than 


occasion. 


you did in our ordinary branch alone. 

I want to mention the fact that in 1921 we opened new industrial 
departments in various States in the South, and also last year, the results 
from which have been most gratifying. This pioneer work in opening 
up new territory has been accompanied with very satisfactory results. 

I suppose I could spend the afternoon in recounting the creditable 
achievements of this company, its management and field force, in the 
past, but I believe we had better spend our time by discussing what we 
can accomplish for the future. No organization can reach its full sphere 
of vision that does not use the past merely as a guide-stone for future 
achievements. It is my earnest desire to carry out as far as in my power 
lies the great principles which the founder of this company enunciated, 
and I would be recreant to the great trust which has been imposed upon 
me if I ever let be forgotten the honored and great name of John F. 
Dryden. What he did for this company no other man can do. The ac- 
complishments which he made are beyond attainment in these latter days. 
The great structure of the Prudential stands as a monument everlasting 
The men with him who were the 
doc- 


to the greatness of his memory. 
pioneers in the field of industrial life insurance, who preached his 
trines and carried out his policies must not be forgotten. So long as ! 
administer the affairs of this company the obligations of it to them shall 
not be neglected. But we cannot live in the past. We have a great 
heritage, but our work of to-day is the future. You and I must solve 
the problems presented to us from day to day in these modern times. 
We are the hope and reliance of a living organization that is growing 
day by day, tingling with life and vitality, and we must solve the prob- 
lems that come to us in connection with the fostering and development 
of this company. 

So you have a right to ask me at this time what is my hope and ex- 
pectation for the Prudential, and then I will briefly summarize: [| 
would have the Prudential rendering an increasingly efficient service. No 
institution can lastingly survive unless it can perform a service of utility 
to mankind, and my hope is that as the days go by, you and I will find 
a way to increase the service of this great organization to the people of 
the United States. Our paramount duty is the fulfillment of the obliga- 
tion that we owe to our present policyholders, numbering from 15,000,000 
to 20,000,000 individuals, who have entrusted their money to us. Par- 
ticularly in the industrial department our primary duty is to see that there 
is no unnecessary lapse. The question of lapses is a question to be ever 
borne in our hearts so that we may be on our guard to encourage stability 
of membership. Lapses are an injury to the company, an injury to the 
field man, and an injury to the individual policyholder. 

I now wish to speak of the usefulness of the service corps of the 
company. The primary purpose of the service corps is to help the policy- 
holders who have put their money into the company, and who are en- 
titled to the use of this service. If the service corps helps business, that 
is merely incidental, as it is intended to primarily benefit the members. I 
sincerely trust you will not fail to impress on those working under your 
direction the importance of realizing the fact that this is not a camouflage 





method of obtaining new business but a real intention on the part of the 
management for making the Prudential a great service company, 

Another duty we owe to the policyholder—while it is true that the 
first object which we should keep in mind in the investment of the funds 
is the safety of the policyholders’ money, we should also give considera. 
tion to the use of these funds in furthering the welfare of the country, 
While our investments must be for the benefit of the policyholders who 
have entrusted us with their money, we shall invest our funds in the 
future as in the past in aiding railroads, the public service companies, the 
traction, the telegraph, the telephone and lighting companies, including 
the individual to build his home, the farmer to harvest his crop, etc, 
That has been and is being done, not by law, but in realization of our 
duty to the policyholders and the country. Investments of our immense 
funds are not for the purpose of promoting your interests or mine, but 
are dedicated to the conserving of great trust funds held by this company 
for its owners. Our end, our hope—what we are endeavoring to do—is 
to keep intact our funds invested in the safest manner for the benefit of 
those who have entrusted us with their money, and for the public welfare. 

This company should have a reasonable and steady growth, and in this 
connection many of the problems which I have enumerated are those we 
must solve, if we intend to consider and adopt the safeguards which | 
have mentioned. What we are engaged in is the selling of protection— 
and protection that does not protect is of not much value. So in writing 
this business we ought to give consideration to the exact needs of those 
we are endeavoring to protect. The monthly income policy supplies a 
kind of protection that we want to sell. We must see to it that as far 
as we can we must make sure that the insured gets the protection that 
he had in mind when he took out his policy. 

Referring to group insurance, it is our duty as Prudential men to see 
that men are not going to die unprovided for. By participating in group 
insurance, the individual learns the insurance idea and later takes on his 
own account personal insurance. Writing sub-standard risks I am also 
in favor of. How far we shall go along this line are matters to be dis- 
cussed. We will go just as far as the line of safety will suggest. 

When all of these things are accomplished we will have a better trained 
force than ever before. We are doing our best to aid you in the work 
which in the last analysis you must do. I believe firmly, gentlemen, that 
we to-day have the best field force in the country; but I am also equally 
convinced of the fact that we can have a better field force to-morrow 
than we have to-day. Our aim is the maintaining of the best corps of 
agents in the country. 

In my opinion, the program for the Prudential consists in writing all 
the business that we can write, with the lowest lapse rate, a good con- 
dition of account, and a stabilized business. We are in the business of 
selling protection. We are in the business of protecting homes and 
protecting individuals, and | am more interested in the kind of protection 
that the Prudential furnishes than I am in the simple question of making 
records. My Vision or THE PrupeENTIAL Is THat It SHALL BE REcoc- 
NIZED AS AN INSTRUMENTALITY OF SERVICE TO MANKIND—SERVICE TO THE 
POLICYHOLDER AND SERVICE TO THE NATION. 

In his peroration Mr, Duffield referred to the vision of Sit 
Launfal, one of the knights of the Round Table, who, when 
starting in quest of the Holy Grail, noticed a beggar at the gate 
of his castle. He went out in his quest, but, although away for 
a long time, he failed to accomplish what he set out for. On 
his way back at the gate he again discovered the beggar and 
shared his lunch with him. Through the democracy and humil- 
ity of Sir Launfal thus eating with the beggar old man, he 
succeeded in the quest. 

In the words of the poet, the knight is told that: 


When you break bread with him, you feed not two but three, 
Yourself, your neighbor in distress, and me. 
President Duffield envisions the Prudential and its field men 
rendering that triple-service. 
(Continued on page 9) 
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ADVERTISING AND SELLING LIFE 
INSURANCE 

N article entitled “Fallacies about 

Advertising,” by William Alexan- 
der, printed in THE SPECTATOR of De- 
ember 28, 1922, has elicited some inter- 
Of particular impor- 
tance was the editorial comment of 
The Insurance Field of January 13, 

1923, which expressed the epitome of 
what life insurance really signifies. This 
editorial forcefully emphasized the real 
reasons why every individual needs life 
insurance and pointed out that the life 
insurance agent is the essential link be- 
tween the individual, his family and the 
insurance company. No doubt, every 
insurance solicitor, and certainly most 
policyholders, readily concurs in the views 
expressed by our contemporary and en- 
dorse them in every respect. 

That everyone connected with life in- 
surance does not so agree, however, is 
noted by the letter addressed to the edi- 
tor of The Insurance Field by I. P. 
Mantz, until recently actuary of the 
Western Life Insurance Company of Des 
Moines, Ia., which letter was printed in 
The Insurance Field of January 26. Mr. 
Mantz talks of “waste and lost motion in 
the sale of life insurance, and the utter 
failure, so far, to attract public attention 
to life insurance by general advertising.” 
Now, the crux of Mr. Alexander’s com- 
ments, which were the original basis for 
this discussion, is that “our people are 
Not yet as eager to secure life insurance 
as they are necessary and other commodi- 


esting comment. 


ties, and for this reason general advertis- 
ing does not have the compelling power 
to induce them to buy life insurance.” 

The whole problem of life insurance 
buying and selling is one of distinctly in- 
dividual human interest. From the 
standpoint of the policyholder, there is 
a wide difference of opinion as to the 
extent of personal obligation to self and 
to family in the way of protection against 
future and certain contingencies, the 
definite date of occurrence of which is 
undetermined. Rarely at any one mo- 
ment is an individual sure of his needs 
in this particular and always his action 
is based upon the influence of some out- 
side force in the person of the insurance 
agent. On the solicitor’s side, it is al- 
ways the problem of inducing the pros- 
pect to recognize his responsibility all the 
time, especially at the moment of the 
interview. The insurance agent’s expe- 
rience is exactly the same as that of all 
other individuals throughout the world’s 
history who have dealt with missions of 
essentially spiritual character. Paul, the 
Apostle, in his many travels met every- 
where with the experience briefly sum- 
marized in the Bible by the words ‘Some 
believed, and some did not.” Every doc- 
tor, in treating and advising patients of 
the means of caring for and improving 
their own individual health, finds some, 
only very few, who rigidly follow ad- 
vice. All the institutional publicity and 
advertising in sanitation has not elimi- 
nated disease, nor has it changed the in- 
dividual aversion to applying the advice 
contained therein to himself. 

So with life insurance, as has been re- 
peatedly pointed out, institutional adver- 
tising in newspapers and in other similar 
media, can in no way reduce or displace 
the service of the agent in selling the in- 
dividual policy. ‘The best that can be 
hoped for in such a plan is merely sup- 
plemental work, and upon the character 
of this advertising and the methods to be 
used there must be a united opinion 
among all companies. No one likes to 
admit, least of all to himself, that he is 
negligent in family, or personal 
responsibilities. The reading of an ad- 
vertisement does not always convince, 
but the presence of another person, an 
insurance agent, for example, forces a 
declaration in favor of duty. By far, 
the insurance agent is the most economi- 
cal means of placing life insurance where 


5 


his 


it is most needed, when it is needed—he 
is the happy combination of advertise- 
ment and salesman. 


THE PITTSBURGH MEETING 
JOINT committee of the Western 
Union and the Western Insur- 
ance Bureau recently spent several days 
of valuable time, besides a good deal of 
expense-money, in a three-day session at 
French Lick Springs in an endeavor to 
solve the excepted cities problem, a prob- 
lem which has been a troublemaker in the 
West for a number of years. The com- 
mittee was composed of the best minds 
in the business, it was representative of 
all factions and it worked harder at its 
task than could reasonably have been ex- 
pected. Eventually, it was able to reach 
a solution and so reported to the organi- 
zations concerned. A special meeting of 
both bodies, invitations to which were 
also extended to non-affiliated companies, 
was held last week in Pittsburgh. It 
was confidently expected that the “bug- 
bear” of the Middle West would be sent 
to its grave. The meeting was adver- 
tised as of outstanding importance. The 
attendance of organization companies 
was large. The attendance of non-affili- 
ated companies was nil. This latter fact 
might be regarded as the extreme of 
irony. Evidently, the non-affiliated com- 
panies expected no result, and so mani- 
fested no interest. 

At any rate, the important meeting 
was held and the attendants thereat are 
now home again, having charged off their 
expenses in the loss column. Nothing 
of real importance was accomplished, un- 
less one speaks of the rejection of a 
carefully considered and expensive docu- 
ment holding the solution of an impor- 
tant problem as an accomplishment. The 
New York Journal of Commerce aptly 
remarked that “the more optimistic feel 
that, a start having been made, some- 
thing more effective will be done when the 
futility of the action taken Wednesday 
becomes apparent.” 

Western organizations, when next they 
decide to attack the excepted cities ques- 
tion, would do well to go to the De- 
partment of State at Washington and ask 
Secretary Hughes for the temporary loan 
of a few well-trained diplomats, prefer- 
ably with experience in drawing up the 
Versailles Treaty. 
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WHO KILLED 
COCK ROBIN? 


A sparrow, one of the smallest, most in- 
significant of the birds killed him, says the 
thyme. But who commits that sort of crime 
today? Who slays proud Cock Robin— 
he who was already envied by many of us; 
he who gave such great promise of success? 


Perhaps carelessness kills him. He 
knows better; but he does careless things— 
lets today go by without providing against 
tomorrow ; leaves vitally important matters 
unprotected. 


Or perhaps extravagance kills him. We 
all love fine clothes, jewelry, delicious food, 
recreation; but he loves these things too well 
—so well that he will buy a few luxurious 
hours today though he exposes those he loves 
to pinching want in the days to come. That 
is, of course, a foolish way to kill future 
prospects. A little self-denial now will earn 
big dividends for some one in coming years. 
It might save Cock Robin’s family from 
want. 


Life Insurance is the anti-toxin for want. 


The Prudential 





STRENGTH OF” 
GIBRALTAR.” 





Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 








A. L. Hunt and E. W. Phillips Wit) y 
United States 

As announced in THE Specratop Several 
weeks ago, A. L. Hunt, general manager of 
the Wesleyan and General Assurance Society 
of Birmingham, Eng., will soon visit this ae 
try, accompanied by E. William Phillips, acty 
ary for the same company. The president p 
a well-known American life company has re 
ceived a letter from Mr. Hunt telling of thej 
plans, as follows: j 

On the instruction of my directors, I am coming to 
America at the beginning of April next accompanied 
by one of my actuaries, E. William Phillips, in order 
that we may spend about six weeks in Studying life 
insurance methods, and particularly modern: tendencies 
in industrial and group insurance, 

Although we ‘may possibly visit some large number 
of insurance offices, yet primarily we are concerned 
with the seven most important offices from the point 
of view of industrial business, of which you are one 
and we are looking forward to visiting you icine 
providing that we may be permitted the privilege fe 
doing so. 

We trust it will not appear premature our writing to 
you as we are doing at this early stage, but it occurred 


isit 


to us that the value of our visit would be materially 
increased by a previous exchange of views and He 
formation. We are coming to America firmly con- 
vinced that we shall see a very great deal of interest 
in connection with the business, and if we can recipro- 
cate in any way by an exchange of views, you may 
be assured of our eagerness to do so. With all this 
in view it seemed desirable to write to you the 
moment our visit was decided upon. 

You are probably aware that the keenest interest 
is taken over here in the development of life insurance 
in America, particularly in such matters as health and 
welfare work, and the issuing of a policyholders’ maga 
zine, neither of these activities having been attempted 
yet in Europe. 

Naturally, also, we are much _ interested in the 
rapid development which is taking place in America re. 
garding group insurance. This type of insurance is 
being written in England, but opinion is very much 
divided on the subject. So far as we can ascertain 
you do not undertake group insurance yourselves, and 
we hope to have the pleasure of discussing this matter 
with you. 

We need hardly say that we shall be extremely grate- 
ful for any suggestions or information which will hel; 
us to make our visit to America a very real success. 
We do not know whether we shall ever be able to 
reciprocate adequately, but we can assure you of our 
good will and of our anxiety to co-operate in every 
possible way to help forward the progress of industrial 
insurance throughout the world. 


Mid-West Auto Indemnity Association, 
Freeport, Il. 

In Tue Spectator of January 18, the Mid- 
West Automobile Indemnity Association of 
Freeport, Ill., was erroneously included in 
list of companies purporting to be those which 
had retired in 1922, it being indicated that it 
had been absorbed by the Economy Automobile 
of Freeport. 

We are now advised by Secretary J. «. 
Peasley of the Mid-West Automobile Inden- 
nity Association that there has never eve 
been any negotiations with reference to the 


} 


absorbing or reinsurance of the association, an¢, 


that it is to-day a very lively going concern 
Needless to say, THE SPECTATOR much regrets 
the error above mentioned and takes this means 
of correcting it. 





—R. M. Malpas of the Reinsurance Life Compan} 
is making a six weeks’ trip through the North anc 





Northwest. 
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NEW YORK LIFE INSURANCE 
COMPANY 


Annual Statement Shows Liberal 
Progress in Every Respect 





4SSETS SUBSTANTIALLY INCREASED 


Transactions a Barometer for Insurance 
Men—Detaiis Show Careful Manage- 
ment—Statistical History of 

Company 


There is probably no more safe measure of 
the trend of business generally and of insurance 
in particular than a careful study of the salient 
items of the financial and business statements 
issued annually by America’s leading life under- 
writing companies. Towering among these, on 
account of its size and its age, is the New 
York Life Insurance Company, which has just 
issued its seventy-eighth annual statement, for 
the year ending December 31, 1922. The story 
told by the enormous figures covering its new 
business and its financial transactions indicates 
that the agency force and the management have 
consistently advanced the interests of the policy- 
holders in the face of a year replete with pessi- 
mism and the obstacles that such a spirit places 
in the way of progress. 

The year’s results in the case of the New 
York Life show that some $606,381,000 of 
actual new business was paid for, not includ- 
ing more than $17,000,000 represented by re- 
vivals and increases of old policies and addi- 
tions by dividends. The total number of new 
policies was 207,834, the average policy being 
for $2870, there being no group insurance, 
while the average policy in force in the com- 
pany is $2353. It is interesting to note in this 
connection that the average size of policy writ- 
ten in 1922 is a trifle larger than the average 
written in 1921, and also that the number of 
policies issued is larger by several hundred than 
the previous year. This indicates that more 
individuals are now buying life insurance and 
for larger individual sums than previously, a 
healthy condition of thrift among Americans. 
The total insurance in force in the New York 
Life increased in 1922 by some 42,463 policies 
for $226,071,134 of insurance, 

Premium receipts during 1922 aggregated 
$156,757,078, of which $28,006,350 represents 
the payments of new premiums and $128,750,- 
728 renewal premiums. Interest and rents 
produced $47,290,118 of income, while $9,201,- 
210 was derived from other sources, making 
the total income for the year $213,248,406, an 
increase over the income of the previous year 
of about $10,000,000. Total disbursements 
were $201,833,247, so that there was saved out 
of income for addition to policyholders’ pro- 
tection some $11,415,159. Of prime interest 
among expenditures are the payments on ac- 
count of policy obligations. Death claims alone 
aggregated $33,737,007 (including $675,535 paid 
lor additional accidental death benefits), while 
living policyholders received in endowments, 
$26,143,757; in surrender values, $27,796,759; 


while the gigantic sum of $40,566,432 was paid 
in dividends to reduce the cost of insurance— 
a sum far in excess of the amount paid for 
death claims. Annuitants and claimants for dis- 
ability benefits received $1,898,720, making the 
grand total of payments to policyholders $162,- 
634,075, including payments of $32,490,800 on 
policies transferred to foreign companies in 
liquidation of the company’s European business, 
which has all been sold to companies native to 
the countries in which the New York Life 
formerly did business. Taxes, including Federal 
and State income levies, absorbed $3,638,764 
of the company’s income. All management ex- 
penses were vdaid out of income derived from 
sources other than premiums, 

The statement of the New York Life as of 
January 1, 1923, shows that the assets of the 
company amounted to $988,552,211, as com- 
pared with $952,632,139 on January 1, 1922, an 
increase of about $35,000,000 during the year. 
The valuation of the company’s security hold- 
ings is on the most conservative basis, and the 
showing made last year entitles the manage- 
ment to the utmost in confidence with respect 
to investments. It is of interest to the insurance 
world to observe a decline in the amount of 
premium loans made during the year, while 
policyholders should feel with the 
liberal investments of their company in mort- 
gage loans, amounting to somewhat more than 
$200,000,000, a decidedly important factor in 
relieving an aggregated housing shortage. 

The tabulation given below gives in striking 
form the leading marks of progress and strength 
of the New York Life Insurance Company: 


gratified 


BusInrss AND STANDING 1922 
Premiums on new business........... $28,006,350 
Retiewal premiums «.. occ cccecccesees 128,750,728 


Total premium income............. $156,757,078 


WetOvest ANG TORS. 6 56 Aeéiw se eres cee 47,290,118 
CHES INCONE irc Kato ccuewauesiess 9,201,210 
"ROME SUGOMBO oc 00 kca- wicaswcieeied oaks $213,248,406 


$33,737,607 
26,143,757 
1,898,720 
27,796,759 
40,566,432 
32,490,800 


Paid for deat) ‘clawtiss..isices scence vs 
Pata for, endowurents, - 5 3....00c00000%% 
Paid for annuities, disability........... 
Paid for surrender values. 2.3 6.<+<00. 
Paid f0e Gividends. 2... cccescicesecdace 
Paid on other policy accounts......... 


Total payments to policyholders........ $162,634,075 
COURSE “DAWMIENES oi ooo 5s ccececleceine wee ces 39,199,172 

Total: dishursements: 2.6:6.6<.6:6 ss10ss:0-e0:0 $201,833,247 
Tee I ONS as So hoes sn oe anne 11,415,159 
Total admitted assets... 6. s.6.cccccces 988,552,211 
FRGGELCES OF) PON CIOS i556 e's. F-ck oes, 788,236,317 
Dividends payable in 1923............. 48,769,411 
Dividends payable in subsequent years. . 39,310,473 


Other assigned surplus funds.......... 61,118,196 


New paid-for business, 210,983; policies 
(including revivals and increases) for 
Insurance in force January 1, 1925, 
1,717,898 policies for . .$4,042,169,658 


623,378,385 


3y taking 300 working days in the year, the 
above transactions, when reduced to a daily 
average, show that the New York Life added 
to its assets during 1922 approximately $120,- 
000 daily; it received from policyholders an 
average of $522,525, and from other sources 
$188,303, the total average daily receipts being 
$710,828. Daily payments for death claims were 
$110,207, while living policyholders received 
an average of $323,604 each day, total payments 
to policyholders averaging $433,811. Agents 
wrote an average of 703 new policies for $2,- 
077,928 each day, the average daily increase be- 
ing 142 policies for $753,571. 
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As a measure of the service the New York 
Life Insurance Company during its more than 
seventy-seven years of continuous operation, 
the following table is presented summarizing 


its financial growth and business development: 
REsuME—1845-1922, INCLUSIVE 


Premium income received............. $2,657,818,595 


Paid-for death claims .....c.cccccsses 717,116,434 
Paid to living policyholders........... 1,135,548,473 
Total payments to policyholders......... 1,852,664,907 
Assets January 1, 1998.66.56 cc cecccenas 988,552, 


Total benefits to policyholders......... 2,8 
Excess of benefits over premiums...... 





From the foregoing it appears that while 
policyholders have paid in to the New York 
Life the enormous sum of $2,657,818,595, they 
have received in death claims and other pay- 
ments $1,852,664,907, while there is yet being 
held for their benefit $988,552,211, making total 
benefits to policyholders $2,841,217,118, or $183,- 
398,523 more than has been paid by them. In 
other words, the policyholders have received 
or are having held for their protection $1.08 
for each dollar of premium paid. 

The New York Life was organized as a 
purely mutual ccmpany, owned and controlled 
by its policyholders, to whom all profits and 
savings are refunded. The company’s history 
and present standing show the great returns 
policyholders have enjoyed and will continue to 
enjoy through continued careful management of 
its financial affairs and the expansion of its busi- 
ness by a well-directed agency force. 


KANSAS DEPARTMENT RULES ON 
CANCELLATIONS 


Policies Not to Be Sent to Topeka Here-= 
after—Report Required Instead 


Topeka, Kan., February 5.—A new rule re- 
lating to the cancellation of life insurance poli- 
cies registered with the Kansas Insurance De- 
partment has been promulgated by W. R. Baker, 
State Insurance Superintendent. The new order 
directs that the companies need not send the 
policies to Topeka for cancellation, but that 
each month hereafter the companies must re- 
port in complete detail the cancellation of the 
policies which kave lapsed, been surrendered or 
canceled by the company under the forfeiture 
law. 

The practice for some years has been that 
the companies were required to send all can- 
celed policies to the department and the can- 
cellation date was stamped thereon and the 
policies perforated. It has frequently hap- 
pened that policies have been reissued. It also 
appears that there was a wide variation in the 
date between the cancellation on the company’s 
books and that of the department and there was 
danger that law suits involving the question of 
the real cancellation might arise. The depart- 
ment felt that it had no right to compel the 
companies to send in canceled or lapsed poli- 
cies and the practice might bring some con- 
fusion and frequent delays and there was the 
possibility of suits being brought to determine 
whether the date the company canceled or the 
department canceled the policy was the legal 
date. 
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Berkshire Life Insurance 
Company 


Pittsfield, 3 Mass. 


Durinc this long span of years 
the Company has maintained a high 
reputation for fair and honorable 


dealing with policybolders and agents. 


WINFIELD S. WELD, 
Supt, of Agencies 


WILLIAM D. WYMAN, 
President 


GENERAL AGENTS 








An up-todate company, with a clean 
record of over 50 years and over $16,000,- 
000 of assets, writing low premium, non- 
participating insurance, will give desirable 
contract to good General Agents in New 
Jersey and Maryland. 


Address Box No. 500, THE Spectator, 
P. O. Box 1117, City Hall Station, New 
York, N. Y. 
































Service 
Results 


The Lincoln National 
Life Insurance Company 


Fort Wayne, Indiana 





Financial Condition, December 31, 


1922 
Total Insurance in Force 
December 31, 1922...... $233,960,148 
Insurance Paid for in 1922. 84,248,108 
Gain of Insurance in Force 
eee 35,984,730 


The Columbian National 


Life Insurance Company 


i \> 
Boston, Massachusetts @ 
Arthur E. Childs, President 


Columbian National Agents are in a position to offer 
the best forms of 


LIFE, ACCIDENT, AND HEALTH INSURANCE 


Policies backed by one of the strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. 
































THE PRINCIPLES OF 
SURETY UNDERWRITING 


Third Edition Just Published 
By LUTHER E. MACKALL, A. B., L. L. B. 


An Instructive Work for Surety Managers aad Underwriters 
CHAPTER HEADINGS 


FIDELITY BONDS—Public Official Bonds—Court Bonds 
(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be 
filed in course of judcial proceedings)—Contract Bonds— 
Depository Bonds—Bonds of Indemnity on account of fost 
instruments—Bonds on Assignment of Accounts Receivable— 
Qualifying Bonds for Insurance Companies—Miscellaneous 
Credit Guarantees—Internal Revenue Bonds—Custom House 
Bonds—Indemnity Bonds in favor of a Surety Company. 


Bound in Buckram Price $3.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Selling A gents 
NEW YORK 


135 William Street | 
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A. F. Hall Elected President of 
Indiana Company 





s. M. FOSTER BECOMES CHAIRMAN 





Other Changes in Official Staff Include 
Election of B. Paul Mossman as 
Vice-President 
Arthur F. Hall, formerly first vice-president 
of the Lincoln National Life Insurance Com- 
pany of Fort Wayne, Ind., has been elected 
president of the company to succeed Samuel 
M. Foster, who becomes chairman of the board 

of directors. 

The advancement of Mr. Hall to the post of 
president has occasioned a complete revision of 
the official staff of the company and a number 
of promotions have been made. The list is as 
follows: Chairman board of directors, Samuel 
\M. Foster; president, Arthur F. Hall; vice- 
president, B, Paul Mossman; vice-president and 
manager of agencies, W. T. Shepard; vice- 
president and manager of N. W. agencies, T. 





A. F. Hat 
President, Lincoln National Life Insurance 
Company 


D. Hughes; secretary and actuary, Franklin 
B. Mead; treasurer, Howell C. Rockhill; med- 
ical director, Dr. C. H. English; assistant med- 
ical director, Dr D, M. Shewbrooks; assistant 
medical director, Dr. W. E. Thornton; assist- 
ant treasurer and controller, R. J. Stoner; 
assistant secretary, A. J. McAndless; assistant 
secretary, IX. L. Carvin; assistant secretary and 
loan officer, W. W. Scott; loan officer, E, H 
Redding; superintendent of agencies, A. L. 
Dern. 


The Reinsurance Company of Canada 


In making its first annual report, covering 
eight months’ operations, the Reinsurance Com- 
pany of Canada, of Waterloo, makes an excel- 
lent showing. During the eight months from 
May to December the company wrote life rein- 
sutance amounting to $1,578,165, and its state- 
ment December 31, 1922, shows $1,303,535 of 
life reinsurance in force. On the same date its 
assets aggregated $274,865, and its gross sur- 


plus, including $125,000 of capital, amounted to 
$216,203. In its first eight months the company 
had no death claims, and its expense of man- 
agement was very small. Its reinsurance con- 
nections are being extended month by month, 
and it now has a department for accident and 
sickness reinsurance. S. C, Tweed, who is 
president of the Ontario Equitable Life and 
Accident Insurance Company, is also presi- 
dent of the Reinsurance Company of Canada, 
and M. J. Smith, secretary of the first-named 
company, is likewise secretary of the Reinsur- 
ance Company of Canada. The latter is shown 
by its statement to be in excellent financial 
condition and to be conservatively managed. 


Merchants Life Makes Strong Statement 

The financial statement of the Merchants 
Life of Des Moines as of December 31, 1922, 
denotes increased strength as compared with 
the previous year. Its assets have grown 
$661,000, now amounting to $5,809,432; its 
policy reserve has increased $376,000 to $4,- 
181,902, and its surplus to policyholders (in- 
cluding $400,000 capital) has increased about 
$75,000 to $625,842. The company has $4,528,- 
676 invested in real estate mortgages, a cash 
balance of $212,536, and various other safe 
investments. Its insurance in force exceeds 
$77,000,000, and it has over $5,000,000 on de- 
posit with the State of Iowa. Since organiza- 
tion, in 1894, the company has paid policyhold- 
ers $7,131,390. 

President William A. Watts and his capable 
associates congratulation on the ex- 
cellent results achieved. 


merit 


Good Gains of Ontario Equitable Life and 
Accident 

During the year 1922 the Ontario Equitable 

Accident 

increased its assets by 


Life and Insurance Company of 
Waterloo 
000, and 
over $6,200,000. 
policies for $9,442,022, and closed the year with 
$13,207,339 of insurance in force. Its assets 


over $182,- 


increased its insurance in force by 


In 1922 the company issued 


last, were $450,543, while its sur- 
$102,000 of 


The company’s gross 


December 31, 
plus to policyholders, 
capital, was $182,095. 
premium income was nearly $347,000, while its 
net premiums aggregated $288,470. The death 
claims paid amounted to $22,786, and accident 
claims to $3688, the actual mortality having 
been but 31 per cent of the expected. 


including 


A notable feature of the year’s work was 
the considerable expansion of the premium in- 
come, which laid the for larger 
future premiums, without decreasing the sur- 
plus; in fact, the latter increased by over $1700. 
S. C. Tweed is the president and managing 
director of this progressive company, and M. 
J. Smith is its secretary. 


foundation 





Fine Record of Old Line Bankers Life 

During the past year the Old Line Bankers 
Life Insurance Company of Nebraska, which 
is located at Lincoln, made a handsome record 
of gains in various respects. For example, it 
increased its surplus $603,913, it added $956,- 
833 to its policy reserve, and its assets increased 
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$1,716,125. The company’s low death rate is 
indicated by a percentage of death losses paid 
to mean insurance of 0.386, and the total 
terminations to mean insurance were but 8.27 
per cent, indicating excellent persistence. The 
company on January 1, last, had assets of $21,- 
878,190; its capital stock was $100,000, and its . 
surplus for protection of policyholders was $6,- 
592,710, in addition to capital. The company’s 
total income last year was $4,092,253, its pay- 
ments to policyholders $1,799,462, and it has 
$95,546,229 of insurance in force. President H. 
S. Wilson and his able associates merit con- 
eratulation upon the success of the company. 
Prudential Managers Meet 
(Continued from page 4) 

Following President Duffield, a number of 
officers of the company were introduced by him. 
Each in his turn was heartily and enthusiastic- 
ally cheered. Each in his turn pictured in glow- 
ing terms the future prospects of the company 
as indicated by the progress of 1922 and the 
years immediately preceding it. Wilbur S. 
Johnson, vice-president, took upon himself the 
task of distributing certificates to members of 
the “Old Guard,” to which belong all who have 
served the company for five years or over. Mr. 
Johnson will himself soon receive a forty-five- 
year certificate, and will be number two in that 
class, one of the Newark agents having already 
received it. The forty-year class has now 
twenty-one members. 

John K. Gore, vice-president and actuary, 
recounted the additional benefits which have 
been included in the ordinary and industrial 
policies of the company during the past year. 

Other speakers were Edward Gray, vice- 
president; Frederick A. Boyle, vice-president 
and treasurer; W. I. Hamilton, second vice- 
president; George W. Munsick, vice-president 
and field supervisor; J. W. Stedon, second vice- 
president and manager of the investment de- 
partment; A. M. Woodruff, third vice-president 
and manager of the mortgage loan department. 


The Manual of Statistics, 1922-3 

The forty-fourth annual volume of “The 
Manual of Statistics,” the edition for , 1922-3, 
has been published by the Commercial News- 
paper Company. This valuable financial refer- 
ence work embraces 1684 pages of information 
as to the leading corporations of the country, 
including essential data relating to their secur- 
ities; information and statistics as to railroads, 
metal industries, coal, iron and steel, cotton, 
grain and provisions; bank clearings; the money 
market, security quotations, etc. 

This edition presents descriptions of nearly 
1200 corporations, the securities of which are 
listed on the leading stock exchanges of the 
United States and Canada. It embraces late 
financing plans and the mid-yearly reports of a 
large number of companies, including financing 
to October 15, 1922, and important reports to 
December 1, 1922. The general divisions cover 
industrial, mercantile, financial, public utility 
and transportation companies, and the informa- 
tion is so standardized as to facilitate quick 
reference. There is also a copious index; this 
excellent financial guide sells at $12 per copy. 
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With Labor in a Seller’s Market 


The Demand for Group Insurance Is Increased 








iMMEDIAN 


Business conditions today indicate that labor is entering on a 
seller’s market—a situation favorable to wage demand. ‘This 
is a reversal of conditions existent during the past two years 
when labor was anxious and bidding for employment. Em- 
ployers are reconstructing their employment programs to meet 
the new situation—they are seeking ways to attract and retain 
the best type of employee. Group Insurance is recognized as 
an essential part of any complete employment program. 


The present time is good for the sale of Group Insurance. 


The service rendered by the Insurance Company in the 
administration of the Group Contract is a determining factor 
in the success of any Group Insurance plan. The type of 
service rendered by the Missouri State Life to its group policy- 
holders is indicated in the following letter from a policyholder 
in Kansas City: 


“This morning one of our young lady employees 
died in the hospital here in Kansas City at 10:30 A. 
M. Wewere notified of her death about 11:30 o’clock, 
and in turn, we notified your Branch Office here in 


Missouri State Life 


M. E. SINGLETON, President 
Life Accident 


SOO | \ roo |= 
MEIN] Si PME ENS 
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No firm is too small to obtain the advantages of Life Insur- 
ance protection for its employees under the Missouri State 
Life plan. 


Liberal first year commissions and renewals paid to all 
Agents and Brokers on Group Insurance submitted to this 
Company. 


Write Group Department for details regarding our plan of 
Group Coverage. 


Insurance Company 
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Kansas City about 12 o’clock. At 12:30 your Kansas 
City manager was at my desk with a draft for pay- 
ment in full, ready for settlement of this case. * * 
The blanks required in cases of this kind for proof of 
death are extremely simple and require the minimum 
of time to execute. We feel satisfied that your 
prompt settlement of this claim, together with the 
benefits given to the employees, is amply repaying 
this institution for the carrying of this insurance, and 
is appreciated by the employees.”’ 


HOME OFFICE, St. Louis 
Health Group 




















A. O. Eliason a Busy Speaker 

President A. O. Eliason, of the National 
Association of Life Underwriters, is being kept 
busy these days addressing one gathering after 
another. During the past two weeks he spoke 
before the fourth annual sales congress of the 
North Texas Association of Life Underwriters 
in Dallas and also before the annual sales con- 
ference of agents under the auspices of the 
Oklahoma Association of Life Underwriters in 
Oklahoma City. 


His tour is proving most successful and in 
Dallas he outlined the important question of 
education for life insurance agents and also 
the desirability of the unfit and 
the unscrupulous from the business. His talk 
in Oklahoma City explained the measures be- 
ing taken to establish courses in life insur- 
ance salesmanship in various centers through 
the co-operation of the Young Men’s Chris- 
tion Association branches. At both places he 
was followed by other speakers, whose speeches 


eliminating 


Io 


supplemented his endeavors and added to the 
value of the gatherings. 


Independence Indemnity Joins Bureau 

The Independence Indemnity Company of 
Philadelphia, Pa., has been enrolled as a mem- 
ber of the National Bureau of Casualty and 
Surety Underwriters, effective February |, 
1923. The National Bureau now comprises 
twenty-six companies. 
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BUSINESS MENS ASSURANCE 


1922 Results Show Substantial Increase— 

F. J. Fleming Still President of B. M. 

A. A. 1000 Club 

The 1922 report of the Business Mens Assur- 
ance Company, Kansas City, Mo., gives a sum- 
mary of the past year’s activities and shows that 
the gross income for the year amounted to $2,- 
800,000, which was an increase of about $500,000 
over the 1921 business. In view of the abnormal 
loss ratio of the first half of the year, the fact 
that the ledger assets increased $211,272 proves 
that this company is progressing sturdily, even 
in the face of difficulties. The announced ob- 
jective of $3,500,000 as a gross income for 
1923 bespeaks the confidence of the officers in 
their company and their field force. 

The B. M. A. A. 1000 Club has named its 
president and vice-president for 1923, the 
former being F’. J. Fleming, who has earned the 
post for the sixth time in the past seven years, 
and the latter is Joseph Caldwell, a man who 
has not been with the company for a long time 
but who is forging ahead rapidly. The eleventh 
annual convention of the Business Mens Assur- 
ance Company, which ended during the first 
week of January with a dinner at the Hotel 
Muehlebach in Kansas City, was attended by 
over 150 members. The guests at the tanquet, 
which was the final event of the session, num- 


bered 350. 


Frank W. Engel of American National 
Back from Agency Trip 

Frank W. Engel, agency manager for the 
American National Assurance Company of St. 
Louis, Mo., is again back at his desk after 
spending three weeks visiting agents in Kan- 
sas and western Missouri. Mr. Engel reports 
conditions greatly improved, and the American 
National expects 1923 to be the greatest year 
in the history of the company. 

The following agency connections have re- 
cently been made: 

Wayne Dennis, Marietta, Ohio; B. F. Han- 
son, Lower Salem, Ohio; E. P. Jones, Colum- 
bus, Ohio; P. C. Mincks, Ava, Ohio; F. C. 
Spitzer, Akron, Ohio; T. E. Wilson, 
Ohio; H. T. Wilson, Green Sulphur Springs, 
W. Va.; Albert Wilson, MacFarlan, W. Va.; 
P. R. Guthrie, Huntington, W. Va.; D. G. 
Doherty, Senath, Mo.; W. H. Hutchins, Senath, 
Mo.; I. H. Johnson, Carthage, Mo.; L. F. 
Kinder, Flat River, Mo.; W. H. Lange, 
Chamois, Mo.: Mrs. Jessie McCully, Dixon, 
Mo.; W. L. McGehee, Kansas City, Mo.; T. H. 
Paterson, Kansas City, Mo.; G. H. Webb, 
Kansas City, Mo.; R. F. Ollis. Springfield, 
Mo.; G. M. Stevenson, Brunot, Mo.; Ralph 
Hirsch, St. Mo.; R. A. Hartrick, 
Decatur, T1l. 


3everly, 


Louis, 


Matthew Walker Resigns 

Matthew Walker, manager of agencies for 
the Provident Mutual Life Insurance Com- 
pany, Philadelphia, has tendered his resigna- 
tion to the board of directors of that com- 
Feny. In accepting the resignation, the directors 
veted esteem and appreciation of Mr, Walker’s 
work since his advent to the company in 1882. 


Occidental Life Makes Fine Gains 

For many years past the Occidental Life 
Insurance Company of Los Angeles, Cal., has 
shown steady advances in important features 
of its statements, and in 1922 it maintained its 
habit of progress. Thus it increased its ad- 
mitted assets nearly $700,000; its life premium 
income $160,000; its total income $185,000; its 
new life business $835,000, and its life insurance 
in force $3,500,000. 

At the end of 1922 the Occidental had $43,- 
026,121 of life insurance in force, its new life 
business last year having exceeded $10,774,000. 
Its admitted assets December 31, 1922, aggre- 
gated $4,377,541; and after providing for its 
reserve on life policies, $3,740,749, and for all 
other liabilities, it had a surplus as to policy- 
holders of $451,947, including $250,000 capital. 

Among the assets, first mortgage loans on 
real estate is the largest item, being $2,620,660. 
Other investments include $686,578 of loans to 
policyholders, secured by the company’s poli- 
cies; $210,478 of United States war securities; 
other bonds valued at $320,938; real estate car- 
ried at $77,668; cash, $227,856, and $87,942 of 
interest due and accrued, uncollected premiums 
and other items accounting for the remainder. 

A comparison of various items from the 
company’s statement for 1922, with similar 
items in its I9I2 statement, reveals that great 
increases have been made during the decade. 
In round figures, some of these have been as 
follows: In assets, from $758,000 to $4,378,000 ; 
in life premium income, from $254,000 to $1,- 
392,000; in accident premiums, from $166,000 
to $227,000; in total income, from $461,000 to 
$1,881,000; in new life business, from $2,545,000 
to $10,774,000, and in life insurance in force, 
from $7,517,000 to $43,026,000. It is clear, 
therefore, that the management of the Occi- 
dental Life is enterprising and vigorous, though 
conservative, and the company’s course has 
been marked by steady increases in financial 
strength and outstanding insurance. 

The officers who have contributed to the suc- 
cess of this company are: President, H. J. 
Burkhard; vice-president, J. F. Burkhard; sec- 
ond vice-president, FE. L. Blanchard; secretary 
and general manager, Robert J. Giles; treas- 
urer, John W. Vaughn; counsel, Benjamin F. 
Page; medical director, Dudley Fulton, M. D.; 
actuary, Francis M. Hope; assistant secretary, 
Pierce L. Davies; assistant medical director, 
Donald W. Skeel, M. D. 


National Life Field Changes 

The National Life Insurance Company, Mont- 
pelier, announces the following changes in its 
personnel : 

Paul Dillingham, superintendent of loan de- 
partment and for seventeen years with the 
company, was elected assistant treasurer. 

Stanley Jayne, for years with the 
company, was elected to succeed Paul Dilling- 
ham in charge of the mortgage loan depart- 
ment, with the title of superintendent of mort- 


seven 


gage loans. 
William B. Stratton, who has for some time 
had charge of the policy loan department and 


IL 


has been with the company for seventeen years, 
was elected superintendent of policy loans. 

Peter O. Osterhus, an experienced field man 
recently engaged by the company, was made 
an agency supervisor. 


Detroit Life’s Big January Business 

The Detroit Life Insurance Company re- 
ports new business written in January, 1923, 
of $1,872,000. This compares with $1,154,000 
for January last year, an increase of $718,000, 
or 65 per cent. Some conception of the in- 
creased business and material prosperity in 
Michigan, as reflected in the demands for life 
insurance, may be gleaned from the fact that 
January business of the Detroit Life is more 
than double the business written by the same 
company in January, 1921, just two years ago, 
with $346,000 additional new insurance to 
spare. The January record of $1,872,000 is 
the second largest in the history of the Detroit 
Life. In November, 1922, three months ago, 
this company passed the two million mark for 
any single month production. In June, 1922, 
the record was $1,808,000. 


Singleton Thrift Month Brings Big Busi- 
ness to Missouri State Life 

The Missouri State Life Insurance Company 
held thrift month during January in honor of 
the president, Marvin E. Singleton. A remark- 
able record for the month was made, the new 
written business being reported as $19,148,516. 
This figure represents an increase over the 
correspending figure for 1922 of $10,729,126. 





Excellent General Agency 
Now Open 


Territory, STATE OF ILLINOIS 


Insurance in 
force...... .... $3,500,000 


Yearly premiums 


on same...... 130,000 


2,500 


Collection fee... 


Contract exclusive with very 
liberal first-year and renewal 
commissions. All agency ex- 
penses borne by the Com 
pany. Only capable men with 
clean records need apply. Ap- 
plications will be treated in 
strict confidence. 


Address ‘‘Tllinois’’, care of THE 
SPECTATOR. 
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THE FOLLOWING LIFE INSUR- 
ANCE COMPANIES EMPLOY THE 
INSTITUTE’S HEALTH SERVICE: 


Metropolitan Life Insurance Co. 
Guardian Life Insurance Co. 

Forth Worth Life Insurance Co. 
Inter-Southern Life Insurance Co. 
Midland Mutual Life Insurance Co. 
Ontario Equitable Life Insurance Co. 
Oregon Life Insurance Co. 
Southeastern Life Insurance Co. 
Union Central Life Insurance Co. 
Columbus Mutual Life Insurance Co. 
Old Line Life Insurance Co. 

Penn Mutual Life Insurance Co. 
Volunteer State Life Insurance Co. 















MN HAVE BEEN MADE BY 


The first great commandment of the Life Extension In- 
stitute is a thorough health examination once a year. During 
the past three months over 13,000 men and women were ex- 
amined by the Institute and received its reports, instructions and 
guidance. The Institute has 8,000 medical examiners in all 
parts of the country, so its work is truly national. 


The Life Extension Institute was founded in 1913 by 
Ex-President Taft, Professor Irving Fisher of Yale, Major 
General Gorgas (since deceased), Harold A. Ley, Robert W. 
deForest, and 100 eminent publicists in this country and abroad 
for this one specific purpose—to provide just such periodic health 
examinations as we have spoken of above and to teach, further, 
the simple, everyday principles of personal hygiene that every 
man and woman ought to know to avoid disease. 


The Life Extension Institute was planned to be self-support- 
ing. It is a philanthropy in the sense that two-thirds of the profits 
are set aside in a trust fund for public health work of a national 
scope. The 100 members of the Hygiene Reference Board 
serve without compensation. 


Guidance in individual hygiene is given by the Institute, 
but no medical or surgical treatment is furnished. Those in need 
of such treatment are urged to seek relief through scientific, 
medical and surgical sources, and are warned against quacks, 
charlatans and self-treatment. 


The Life Extension Institute is just a central organization to 
which one hundred of the leading medical men of the country 
have dedicated their advice that the value of periodic health ex- 
aminations may be impressed on millions instead of just a few. 


Can you conceive a better thing to offer your Policyhold- 
ers present or prospective than this Life Extension Service? 


WRITE US FOR FURTHER INFORMATION 
LIFE EXTENSION INSTITUTE, Inc., 25 West 45th Street 


NEW YORK 
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security Mutual Life’s General Agents 
Meet 


The managers and general agents of the 
Security Mutual Life Insurance Company of 
Binghamton recently concluded a_ successful 
two days’ convention at the home office. 

Beginning with an address of welcome by 
President D. S. Dickenson, the first day was 
devoted to the study of a series of new policy 
contracts and the conservation of business. The 
meeting was then turned over to the agents. 
Individual problems were taken up and many 
helpful suggestions were made in connection 
with the work of the branch offices. A general 
discussion took place, which greatly benefited 
both the agents and the home office officials. 
Enthusiasm radiated throughout the session, re- 
silting in perfect harmony and a spirit of co- 
operation, which speaks well for the future. 
The officials of the company are looking for- 
ward to an unusually prosperous year. The 
agents placed themselves on record by guar- 
anteeing an amount of business for 1923 that 
made everyone sit up and take notice. 

Near the close of the convention, C. H. Jack- 
son, superintendent of agencies, sprang a big 
surprise when he announced the inauguration 
of two personal producers’ clubs, each club to 
hold annual meetings, when the members can 
get acquainted, exchange ideas, receive instruc- 
tions, formulate plans and have a little fun and 
recreation. The names of the clubs are to be 
the Select Circle and the Top Notchers. Any 
authorized agent, general agent or manager will 
become a member of the Select Circle who 
will write, deliver and pay for $100,000 of per- 
sonal new business. Any agent to qualify for 
the Top Notchers Club must write, deliver and 
pay for $200,000 of personal business. 

The company will entertain all qualified mem- 
bers of both clubs at the home office. The ses- 
sion will be devoted to training and salesman- 
ship and to the consideration and discussion of 
agency problems. At the conclusion of the 
business session, the members of the Select 
Circle will be taken on a trip through the 
picturesque Finger Lakes district of New York 
State. The members of the Top Notchers 
Club and their wives will be entertained by the 
president of the company at Atlantic City, 
N. J. 


Mutual Life Makes New Records 


The Mutual Life of New York—the oldest 
life insurance company in America—established 
some new records last year. Its new paid-for 
business exceeded $392,000,000, and it closed the 
year with over $2,630,000,000 of insurance in 
force, now having a larger sum in force than 
ever before. Its assets, December 31, 1922, 
exceeded $691,000,000, showing a considerable 
gain over the previous year and being the largest 
amount of assets in the company’s history. Its 
surplus at the end of last year was over $37,- 
000,000, as against about $28,000,000 a year 
earlier. During 1922 the Mutual Life paid pol- 
icyholders nearly $104,000,000, of which more 
than $30,000,000 was in the form of dividends. 
Since organization the company has paid policy- 
holders $1,839,000,000, including over $391,000,- 


000 of dividends to policyholders. The Mutual 

Life is truly a policyholders’ company, and has 

shown remarkable increases in dividends in the 

last few years. 

Provident L. & A. of Chattanooga Makes 
Excellent Start 


With an increase of 175 per cent over last 
January, the life department of the Providetit 
Life and Accident of Chattanooga, Tenn., 
found the new year abundantly fulfilling the 
predictions made by members of the field force 
at the Provident Home-Coming Convention, 
which was held at Chattanooga during the last 
three days of the year. 

At that time the life agents, though repre- 
senting the youngest department of Tennessee’s 
multiple line company, challenged all other de- 
partments to show a like percentage of results 
twelve months from that time, and from the 
way they have started out it looks as though 
they may make good on their challenge. 

1923 has been designated as a big life year 
with the Provident. A large advertising appro- 
priation for the creation of selling helps for the 
agents and for use in general publicity to back 
up their efforts, has been made and the pro- 
motion program is now in process of develop- 
ment. 

Among the January policies were a number 
of big individual life policies, ranging from 
$25,000 to $50,000. 

Architects and engineers are now putting the 
finishing touches on the plans and specifications 
for the skyscraper home which the Provident 
will erect on the ground recently purchased in 
the heart of Chattanooga’s financial district. It 
is planned to ask for bids as soon as these are 
completed so that the building may be ready 
for occupancy by the end of the year. 
MUTUAL BENEFIT NEW YORK CON: 

VENTION 


L. A. Cerf Agency Has Record 1922 
Production 

The New York city agency of the Mutual 
3enefit Life Insurance Company of Newark, 
held its ninth annual convention at the Hotel 
Astor on February 5. The convention con- 
sisted of a morning and afternoon session and 
closed with an evening program, banquet and 
entertainment. The occasion was one of re- 
joicing for the agency, for it marked the close 
of the 1922 agency year during which the mem- 
bers, under the guidance of L. A. Cerf, metro- 
politan manager for the Mutual Benefit Life, 
brought in a paid-for production of $29,052,261, 
the high-water mark for any general agency 
in New York city. 

At the banquet which marked the end of the 
convention, L, A. Cerf presided as toastmaster 
and the speakers were, E. E. Rhodes, vice-presi- 
dent; P. C. H. Papps, mathematician, and 
Oliver Thurman, superintendent of agencies. 
During the past year the Mutual Benefit Life 
paid a total of $31,311,254.74 to policyholders 
and at the end of 1922 possessed admitted as- 
sets (book value) of $333,724,873.84. Insur- 
ance in force as of December 31, 1922, amounted 
to $1,528,740,251. 
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Great Advances of Pacific Mutual Life 

Large gains are noted all along the line, when 
comparing the statement of the Pacific Mutual 
Life of Los Angeles, Cal., as of December 31, 
1922, with that a year earlier. Among the 
gains made are the following: In life insur- 
ance in force, $43,559,637; in admitted assets, 
$8,157,567; in surplus, $900,210; in cash in- 
come, $2,839,639; in accident premium income, 
$386,276; in reserves, $6,600,554. The average 
rate of interest earned last year was 6.54 per 
cent, a rate far in excess of that necessary to 
maintain the reserve, while the actual mortality 
was but 46.8 per cent of that expected. 

The company’s assets, December 31, 1922, 
aggregated $73,356,818; the policy reserve was 
$62,264,281 ; its capital was $1,500,000; its sur- 
plus set aside for future dividends was $4,- 
711,499, and its unassigned surplus $2,328,301. 

During the past decade the company’s income 
has nearly trebled, having been $23,820,566 in 
1922; its admitted assets are nearly three times 
as large as ten years ago, and the life insurance 
in force, $433,715,680, has increased $300,000,- 
000: The company’s accident premiums last 
year were $4,196,078, or more than ever before. 

Since organization, the Pacific Mutual Life 
has paid about $85,000,000 to policyholders. 

The foregoing figures will serve to denote the 
great progress made by this substantial com- 
pany, not only in 1922, but covering a ten-year 
period. —— 


Good Year for Bankers Life of Des Moines 

With the close of 1922, the Bankers Life 
Company of Des Moines prepared its annual 
statement covering that year, which shows an 
increase in assets of about $6,400,000, with an 
increase in contingency reserve or unassigned 
funds of over $350,000. Its premium income 
increased by about $1,400,000, last year, having 
amounted to $16,342,373. Its admitted assets 
December 31, last, were $56,634,293, and its con- 
tingent reserve, $1,770,408. The new business 
of 1922, including revivals and increases, ex- 
ceeded $120,000,000, a gain of more than $8,- 
000,000 over the new business of 1921; and it 
closed the year with insurance outstanding ex- 
ceeding $662,000,000, a gain of about $52,000,- 
ooo during the year. It is clear from these 
figures that the Bankers Life had an excellent 
year in 1922. The officers of this well-managed 
company are: President, George Kuhns; vice- 
president, G. S. Nollen; secretary, G. W. 
Fowler; treasurer, Simon Casady; actuary, J. 
E. Flanigan. 


Business Mens Assurance Makes Good 
Report 

Among the principal features of the state- 
ment of the Business Mens Assurance Company 
of Kansas City, Mo., as of December 31, 1922, 
are the following: Assets, $1,722,207; unearned 
premiums, $581,276; reserve for claims, $548,- 
263; accident and health premiums, $2,481,159; 
life premiums, $148,302; total net income, $2,- 
727,293; accident and health claims paid, $1,- 
494,623; capital and surplus, $386,735; new life 
business, $3,679,830. 

The foregoing figures denote excellent prog- 
ress during the past year. 
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AN EXCELLENT RECORD 


For Year Ending Dec. 31, 1922 


Insurance in Force - $13,207,339 

ASSETS - = = = = = = $450,542.71 

LIABILITIES - =- = = «= 268,447.91 
Paid-up Capital..... $102,000.00 
Reeees............... 80,094.80 

Exoten of Assets being Surplae Security $162,094.60 


Premium Income $346,835.44, Less Reinsur- 
ance Premiums $58,364.96, Net $288,470.48. 


NOTES: 


The vigorous progress of this Company is shown by the 
following data and comparisons with 1921: 

(1) Assets increased by $182,494.95. 

(2) Insurance in Force gained $6,200,153. 

(3) Policies issued in 1922 for a total of $9,442,022. 

(4) Reserves set aside on policies in force (Government 
Basis) $194,526.00. 

(5) A remarkable feature of this report is that the Company 
laid the foundation for a large future premium income by a 
42% expansion in one year—without REDUCING ITS 
SURPLUS. In fact this was increased by $1,711.52. 

(6) Mortality 31% of the expected. 


THE ONTARIO EQUITABLE LIFE AND 
ACCIDENT INSURANCE COMPANY 


HEAD OFFICE - WATERLOO, ONTARIO 











FINE SHOWING MADE 


Report May to Dec. 31, 1922 


Reinsurance Written - $1,578,165 
Net Amount in Force - $1,303,535 
ASSETS - -  - - - — $274,864.65 
LIABILITIES - - - - 58,661.30 
Paid-up — nme $125,000.00 
Surplus. . er 91,203.35 
E fA —b S lus Securi 
reef Aueete being Surplus Securit §216,203.35 


ADDITIONAL REMARKS: 


The above summary shows the fine progress this Company 
has made since its organization eight months ago. It does an 
exclusive Reinsurance business with other Companies only. 

(1) It has not yet had any Death Claims. 

(2) Investments in first-class Bonds and Debentures total 

$227,201.66. 

(3) Reserves on Reinsurance policies, less Reinsurance by 
the Company, $8,294.00. 

(4) Apart from Commissions paid othér Companies 
($8,146.84), all its operating expenses to date amount to only 
$4,503.82. 

(5) Volume of Double Indemnity Reinsurance for which 
treaties have been made with other Companies is growing 
steadily. 

(6) Reinsurance connections extended month by month. 
Department added for Accident and Sickness Reinsurance. In 
eight months premiums received, less those paid for Reinsur- 
ance, were $18,231.13. 


The Reinsurance Company of Canada 


HEAD OFFICE a WATERLOO, ONTARIO 








INTERSTATE CASUALTY (CO, 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


: CHICAGO SAN FRANCISCO Houston 
830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 
LOUISVILLE SaLt LAKE City ALBUQUERQUE 
Gaunt & Hl: irris 1015 Boston Building 112 South Third Street 
Speed Building 











PAN-AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 
Renan eros. Ceres $10,007,098.20 
New Insurance Paid for 1921...... 20,444,282.00 
Paid for Insurance in Force Decem= 
ls WUE as ha xc oeokeneces 87,648,741.00 





The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. We wish toestablish ten new 
general agencies. If you are interested write to us. 


Address: E. G. SIMMONS, Vice=President and 
General Ma nager, New Orleans, U.S. A. 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, | 
and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1922. 
$ 32,633,933 .05 





Fo Oc) ca aU actsy Zone eect ee ene 
Drea MAG Siem set be aicPvle eR Deo eS 28,512,821 .50 
Capital and Surplus ey 4,121,111 .55 
Insur: — MAT ASE GO? yor des ero. : 230,322,163 .00 
Payments to Policy yholders 2,331,155 .50 


Total Pa ayments to P olicy holders since “Organ- 
NPRANONER che a aac oa ede cece nn ne ae 


JOHN G. WALKER, President. 


$30,051,860 .92 











4 


a  —— ee 


= 


t! 


de 
sut 


der 


lov 
per 
wo 
gla 
lar’ 
chit 


era 
be 
by 


ager 
the 

dent 
Vice 
dent 
San 


per « 


10.84 


ilding 


YUE 
1 Street 


NY 


98.20 
82.00 


41.00 


Acci- 
1 up- 
part- 
ce to 
1 new 
O us. 


and 


— 








ARY 


ally 


0.00, 


33 05 
21.50 
11.55 
63.00 
55 .50 


50.92 





February 8, 1923 


THE SPECTATOR 


Casualty, Surety, Etc. 











London Guarantee and Accident Makes 
Big Gains 

For more than thirty years past the London 
Guarantee and Accident Company, Ltd., of 
London has maintained a branch in the United 
States, which has steadily grown in popularity 
and importance, its assets having more than 
doubled in the last five years. The year I 22 
was of such a gratifying character for this 
company that its statement as of December 31, 
1922, shows $1,186,000 more assets than a year 
earlier, a gain of $837,000 in surplus, as well as 
an increase of $500,000 in the voluntary con- 
tingency reserve. The business of the past 
year increased to such an extent that the un- 
earned premium reserve is $838,000 larger than 
the year before. Manifestly all who are iden- 
tified with or interested in the London Guaran- 
tee and Accident have reason to feel highly 
pleased with the progress made by the com- 
pany’s United States branch last year. 

As of December 31, 1922, the United States 
branch reports assets amounting to $18,651,339, 
including Government, State, municipal, rail- 
road and public utility bonds valued at $13,- 
816,736; stocks worth $387,360; first mortgages 
on real estate, $40,000; cash in office and bank, 
$689,535; interest due and accrued, $201,439; 
premiums in course of collection, $3,088,598, 
and other assets, $427,671. 

The reserve for unearned premiums Decem- 
ber 31, last, was $5,555,902, and the claim re- 
serves for the different classes of business ex- 
ceeded $7,665,000. In addition to reserves for 
taxes, commissions, etc., the ‘company now 
carries a voluntary reserve for contingencies of 
$1,250,000, this having been increased $500,000 
during the past year. The surplus to policy- 
holders is therefore $2,517,912, against $1,680,- 
145 a year ago. 

The company has deposited with insurance 
departments and its United States trustee the 
sum of $14,230,836. 

The comprehensiveness of the service ren- 
dered by the London Guarantee and Accident 
is indicated by the fact that it writes the fol- 
lowing classes of business: Workmen’s com- 
pensation, empioyers’ liaoility, general liability, 
workmen’s collective, elevatoy, teams, plate 
glass, automobile, accident, health, credit, burg- 
lary, boiler, fly wheel, engine and electric ma- 
chine insurance. : 

Frederick WW. Lawson of Chicago, the gen- 
eral manager of the United States branch, is to 
be congratulated upon the great results achieved 
by this company during the past year. 


W. R. Sanders Becomes President of 
American Liability 

W. R. Sanders, who has been general man- 
ager of the American Liability Company for 
the past fifteen years, has been elected presi- 
dent of the company. Other officers are, first 
Vice-president, Geo. Tozzer; second vice-presi- 
dent, Robt. H. Dolphe; secretary, Cameron H. 
Sanders; treasurer, John H. Dickerson. 

The directors also voted the payment of a 6 
Per cent dividend. 


Burglary Insurance Decision in Maryland 

The Maryland Casualty Company, Baltimore, 
issued to the First National Bank of St. Mary’s 
an insurance aggregating $60,000 on the form 
of the American Bankers Association, Stand- 
ard Bank Burglary and Robbery Policy, 1918 
edition. 

On the night of November 12-13, 1920, the 
fireproof vault of the bank was forcibly and 
violently entered, and an attempt was made to 
open the safe. Safety deposit boxes contained 
in the vault were forcibly and violently entered, 
and property of the renters and the patrons 
of the bank aggregating $11,164.55 was stolen. 
The company denied liability for the contents 
of these safety deposit boxes on the grounds 
that the bank had no book record, as required 
by Special Agreement Number 2, Section (c), 
of the policies referred to, but admitted liability 
and paid for damages to the equipment. 

The court, in its recent decision, upheld the 
contention of the Maryland Casualty Company. 


American Surety Company Prospers 

Handsome gains were made by the Ameri- 
can Surety Company of New York, last year, 
it having increased its assets by over $1,100,000, 
and added $250,000 to its surplus and undivided 
profits. The company now possesses resources 
of $16,020,828, while it has a capital stock of 
$5,000,000 and surplus and undivided profits 
above capital and all liabilities amounting to 
$2,217,079. The company’s net premium re- 
ceipts in 1922 aggregated $7,510,537, an increase 
of over $580,000 as compared with the pre- 
During the year it paid 5297 
The company 


ceding year. 
claims, amounting to $2,471,613. 
now has $15,170 local representatives, reporting 
through forty branch offices, the agencies hav- 
ing increased 241 in number during the year. 
The American Surety Company has a long list 
of prominent business men on its board of 
trustees, its president being F, W. Lafrentz, a 
leading surety underwriter, and its first vice- 
president being R. R. Brown. 


The Forgery Menace 

An article conveying a warning to banks and 
their customers, entitled “The Forger—A Men- 
ace to Society,” which appeared in THE SPEc- 
rator of January 18, attracted wide attention, 
both inside and outside of the insurance world. 

It pictured the results of a demonstration of 
possible check alteration and forgery, showing 
how the amount written or perforated in a 
check can be changed, and how a signature can 
be copied as an endorsement. 

The demonstrator, who was proving to the 
salesmen of the forgery bond department of one 
of the surety companies how easily vital altera- 
tions can be made, had at hand blank checks of 
several banks, and in the demonstration illus- 
trated in THe Spectator it happened that a 
check of the Pacific Bank of New York was 
used. 

Checks bearing the names of particular banks 
are readily obtainable for the asking, or in the 
sections of many banks open to the public, and 
reproductions of such checks have been fre- 
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GENERAL AGENTS 


A New York company, 
writing Fidelity and Surety 
bonds, has an opening for a 
live broker with established 
surety business to take 
general agency. State full 
particulars and volume of 
surety business controlled 
in first reply. Box . 156 
care of THE SPECTATOR. 











quently printed in magazines, etc., to illustrate 
methods which have been used in altering or 
forging checks. In describing and illustrating 
the results of the demonstration mentioned, it 
was not indicated, nor was it intended to be, 
that the check illustrated represented an actual 
transaction. It was purely a demonstration 
and was reproduced in THe SpecTaTor as a 
service to banks and their depositors, and to 
emphasize the value of insurance to prevent 
loss by check manipulation. The check had 
never been deposited or presented to the Pacific 
Bank for payment, and the bank was not aware 
of the demonstration until after the pictures of 
the check had been published. 

That the check in question did not represent 
a real business transaction was not only fully 
explained in the descriptive matter accompany- 
ing the illustrations, but was so understood, we 
believe, by the numerous readers of the article. 

The article on “The Forger” and the illustra- 
tions therewith were published in order to warn 
depositors and banks of the dangers attending 
the use of checks, and of the advisability of 
their carrying insurance to reimburse them for 
losses occurring through forgery or check 
alteration. 





SPECIAL AGENT 
WANTED 


For a Company 
writing accident and 
health, with a natural 
death benefit, insur- 
ance on the monthly 
plan. Operates in 
several states. State 
experience and salary. 


Address Box 10, 
care of THE SPECTATOR 
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FINANCIAL CONDITION OF 


OCCIDENTAL LIFE INSURANCE COMPANY 


JANUARY 1, 1923 


ADMITTED ASSETS LIABILITIES 
Mortgage Loans on Real Estate, first liens......... $2,620,669 .38 Reserves on Life Policies required by — 
Loans to Policy-Holders, upon Security of Com- law.............05. Lette _. » $3,740,749 .29 
SAARI AS MEIER So ee ic clare a ic ois tatc aoe eine 686,577 .85 _— on Accident Policies required 47.543 
: bs P 12 | | ae nee ERO daar open ee oe age ,043 .91 
United States War Securities. ...... 6.6 6 nces ese ceces mechan tile Precis cad Fuieuet Saad ts 
MAAS re oie irs eee is oe aI o we ASA a beck areas 320,938 .30 NAcaaCe ete a eee 25,745 .90 
Book Value of Real Estate..................0005 77,667 .92 Reserve for Federal, State and other 
Cash in Office and Banks ...................005. 227,855 .67 Taxes hereafter payable......... 68,422 40 
All other Wiabwitiess,. . c..6.605 50d o es = 43,133 .15 


Net Life Premiums Deferred and in Course of Col- 
NNR eee che Bo sis sion fun Aja na sna RTS SY 


143,108 .28 


TOTAL LIABILITIES «2.003. .0 


Interest Due and Aceried ...... 0.0.06 6666s sewers 87,941.58 Capital Stock (fully paid)........... $250,000.00 
Other Admitted Assets.......s.. 0.66.60 sew des acesuisnis DESO EREO: TSMEDING oisu5:.i cee ci ren ie ie eon eee 201,947 .22 
Total Admitted Assets: .... i... sa<6% 0s 60ceeates $4,377,541 .87 


$4,377, 541.87 87 


$3,925,594 .65 


ieee 





TEN YEARS’ 


End of Admitted Prem.Income Prem.Income Total Income Life Insurance Life Insurance 
Year Assets Life Dept. Accident Dept. Prems. & Int. For Year In Force 

“ASN eee $757,952.57 $253,620.24 $166,092.16 $460,784.28 $2,544,685.87 $7,516,857.21 
RD acer hans Sie -wilens ib osun vei 897,192.51 302,277.14 174,605.62 526,065.43 3,157,238.58 8,738,603.36 
OL) eee 1,052,138.72 382,030.55 178,205.65 620,571.43 3,772,544.20 10,294,418.80 
BRP rays cassie iadates onesie 1,180,373.64 357,430.71 168,117.51 591,186.03 3,959,365.10 11,438,356.87 
* LL ES TRIES eaeee era ae 1,351,896.99 399,196.34 214,183.79 689,472.41 4,381,206.19 13,525,607.64 
RM ericns io siensia ie Oks a iii te 1,817,013.31 554,680.78 235,342.73 877,462.14 5,582,141.69 18,565,495,.15 
“LDS ee earn ee 2,112,996.92 672,946.95 235,275.37 1,019,809.75 5,909,426.23 20,825,256.37 
SM cieia sei ias oie ie 2,449,941.89 887,461.02 260,527.45 1,273,588.84 10,938,798.22 28,136,293.78 
MD iain hc boy's 0:5} a:Syelwieieralct 3,053,933.27 1,187,537.34 299,824.62 1,632,112.51 14,084,943.87 37,858,592.02 
° od ieee 3,695,192.97 1,231,935.00 264,663.09 1,696,203.89 9,939,786.16 39,510,770.28 
0 SE ee anes tena 4,377,541.87 1,391,702.89 227,215.34 1,881,161.06 10,774,320.79 43,026,120.75 


PROGRESS 


HOME OFFICE, LOS ANGELES, CALIFORNIA 











Established 1869 


U. S. Branch 1892 


LONDON GUARANTEE & ACCIDENT CO., LTD. 
OF LONDON, ENGLAND. 
30th ANNUAL 


UNITED STATES BRANCH STATEMENT 
DECEMBER 3lst, 1922 


ASSETS 


Government, State Municipal, 
Railroad, and Public Utility Bonds........ 


$13,816,736 .16 


LIABILITIES 
Claim Reserve: 
Compensation and Liability 
BEAT ETCIES 5.6.55, 915576 fo 0: 09 60:0 ores tare eece rays 


$6,219,482 .81 





















Voluntary Additional 


Reserve for 
AEETE LCT Lo Mpa ten MaRS Cream 


Contin- 


Stocks LACE eG was mies atten ees 387,360 .00 Credit Department. . é 470,272 .96 

First Mortgages on Real Estate.............. 40,000 .00 All Other Departments. (As req tired by Insura:ice 975,457 .26 

Cash on Hand and in Bank... i. ss... 00008 689,535 .02 Jepartment of New York) = 

Interest Due and Accrued.................. 201,438 .88 Reserve for Unearned Peumceee sp hvaicteraorent syor 5,559,901 .83 

Premiums not Over Three Months Reserve for Taxes. . Lah SOR EER 9H HRW RIONNS 334,540 .98 

Due in Course of Collection............... 3,088,597 .99 Reserve for Commissions, and All 

All Other Assets.........ccccceccceecvcuces 427,670.83 Other Taga Dues s.occ-c aia is ioeee wiegreicaiots enrol 927,771.38 

Reserve for Federal Taxes.................. 400,000 .00 


1,250,000 .00 





$16,133,427 .22 


SURPLUS 10 POLICVHOLDERS. «<<. <....0 ees eee 


$18,651,338 .88 


2,517,911 .66 








~ $18,651,338 .88 


HEAD OFFICE, CHICAGO, ILLINOIS 


F. W. LAWSON, GENERAL MANAGER 


DEPOSITED WITH INSURANCE DEPARTMENTS AND UNITED STATES TRUSTEE $14,230,836. 29 


Writes: Workmen’s Compensation, Employers’ Liability, General Liability, 
Workmen’s Collective, Elevator, Teams, Plate Glass, Automobile, 
Accident, Health, Credit, Burglary, Boiler, Flywheel, Engine, and 
Electric Machine Insurance. 
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Automobile and Accident Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 














Automobile 

Reforming policy to correct the number 
of the engine and recovery on the policy 
as reformed. 

A policy of automobile insurance incorrectly 
stated the number of the engine on the truck 
owned by the assured. A person was killed by 
the operation of the truck and an action was 
brought by his administrator against the owner 
of the truck. A summons was served without 
a complaint. This summons was sent to the 
attorney for the insurance company, who served 
a notice of appearance. When the complaint 
was served the number of the engine was 
stated to be “16496” instead of “16501,” which 
was the number stated in the policy. The in- 
surance company thereupon returned the papers 
to the assured, who retained his own counsel 
and tried the case, which resulted in a judg- 
ment, in favor of the plaintiff in the negligence 
action of $2875.99. The assured satisfied the 
judgment and brought this action asking for a 
reformation of the policy so as to substitute the 
proper engine number and for a recovery of 
the amount of the judgment, together with 
$750 as counsel fees. The undisputed evidence 
was that the plaintiff owned the car of the 
description set forth in the policy and that 
the plaintiff owned one car only. It was held 
that under such circumstances the policy could 
be reformed and judgment was directed to be 
entered in favor of the plaintiff for the amount 
claimed. Tomato Products Co. v. Manufac- 
turers Liability Ins. Co, ——— App. Div. 
+ 1907 N, Y. Supp. 407- 





Automobile Theft 

Damages for diminution of value of auto- 
mobile while in possession of thief. 

At the time an automobile was stolen it was 
almost new, it having been run about 1000 
miles. At the time of its recovery from the 
thief it was considerably damaged and had been 
run 2500 miles. The owner claimed damages 
for the diminution of value. The policy in- 
sured the owner “against direct loss and dam- 
age” by perils of “theft, robbery or pilferage.” 
It was held that the damages claimed could 
be recovered but they had not been properly 
proved in the instant case, and, therefore, judg- 
ment in favor of the plaintiff was reversed 
and the case was sent back for a new trial. 
Edwards v. Maryland Motorcar Ins. Co., ——— 


Misc. ———; 197 N. Y. Supp. 460. 





Accident 
Notice; is condition precedent to recovery; 
not excused by impossibility of ascertaining 
the facts 
A death claim was made on a policy of acci- 
dent insurance. In 1913 the insured disappeared 


and no trace of him was found until 1917, when 
his automobile was dredged up from the bot- 
tom of the Delaware river. 
was driving his automobile upon a 


When last seen he 
stormy 


morning in 1913. He had previously expressed 
an intention to go from Philadelphia to New 
York, and one of the usual routes existing at 
that time was down Dyott street, turning left 
for the ferry. Dyott street terminated in the 
Delaware river, and the only protection at the 
foot thereof was some posts extending across 
the street, two of which were found to be 
broken. It was the plaintiff's claim that the 
insured failed to turn off from Dyott street 
and suffered death by accidentally driving his 
car from the street into the river. This claim, 
as well as the defense set up by the defendant 
that the alleged injury and death of the in- 
sured happened while he was under the influ- 
ence of liquor, was determined in plaintiff’s 
favor by the jury. Among other separate de- 
fenses pleaded, however, was failure to comply 
with the provision of the policy for a notice, 
which read as follows: “Notice of every acci- 
dent for or on account of which a claim may be 
made shall be given immediately after it hap- 
pens to the secretary at Utica, N. Y., in writ- 
ing, with full particulars of the accident and 
to give such immediate 


injury, and. failure 
notice shall invalidate all claims under this 
contract which may be made on account 


of such accident, and unless affirmative and 
positive proof of the death or injury and that 
the same resulted from causes covered by the 
contract shall be furnished within six months 
of the happening of such accident, then all 
claims based thereon shall be forfeited to the 
association. Notice of death for which a 
claim may be made shall be given in writing 
to the secretary of the association within ten 
days from the date of such death, and failure 
to give such notice within said ten days shall 
invalidate any claim for loss by death.” It 
was conceded that notice was not given within 
the time mentioned in the policy. The plaintiff 
contended that such non-compliance was ex- 
cused by the impossibility of compliance be- 
fore a discovery of the facts which gave rise 
to the claim. The court, however, held that 
the plaintiff was bound by the provisions of the 
policy and on this point stated as follows: “It 
is the contention of the respondent that such 
noncompliance was excused by the impossibility 
of compliance before a discovery of the facts 
which gave rise to the claim. The weight of 
authority, however, appears to be that, while 
as a general rujie, where the performance of a 
duty created by law is prevented by inevitable 
accident without the fault of a party, the de- 
fault will be excused, yet when a person by 
express contract engages absolutely to do an 
act not impossible or unlawful at the time, 
neither inevitable nor other unforeseen con- 
tingency not within his control will excuse him, 
for the reason that he might have provided 
against them by his contract. Whiteside v. 
North American Accident Ins. Co., 200 N. Y. 
320, 93 N. E. 948, 35 L. R. A. (N. S.) 606. 
In the case at bar by the express terms of the 
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contract the provisions as to notice were made 
conditions precedent to any liability. Defend- 
ant is only liable by reason of its promise and 
this promise cannot be enlarged by the court 
so as to fasten a liability on the defendant, 
which the latter did not undertake. The insured 
was at liberty either to accept or reject the 
offer of the defendant. The defendant was 
within its rights in undertaking only to be re- 
sponsible for those accidents which were re- 
ported to it in time to permit it to seek wit- 
nesses of the occurrence while it was still fresh 
and the witnesses were still living. As was 
said by Chief Judge Hiscock in the Whiteside 
case: ‘All of these provisions and engagements 
enter into the substance of the contract which 
respondent is seeking to enforce, and under 
such circumstances the courts will not relieve 
either party under the conditions here presented 
from fulfillment of the engagement which he 
has voluntarily undertaken.’ The plaintiff re- 
lies upon the case of Trippe v. Provident Fund 
Soc., 140 N. ¥. 23, 35 N. E. 316, 22 L. RA. 
432, 37 Am. ST. Rep. 529, as an authority for 
the contention that the time in which to give 
notice did not begin to run until discovery of 
the facts constituting the claim. It appears, 
however, that the decision arrived at in that 
case was in fact based upon a waiver by the 
defendant of the provisions of the contract, 
and therefore the statements of the court, upon 
which reliance is placed by the plaintiff, must 
be regarded as dicta, which have not been fol- 
lowed by the later decisions of the same court. 
Whiteside v. North American Accident Ins. 
Co., supra.” There was a strong dissenting 
opinion by two of the justices of the Appellate 
Division of the Supreme Court. Hanna v. 
Commercial Travelers Ins. Ass’n, —— App. 
Div., ——; 197 N. Y. Supp. 395. 

This same question was discussed in the case 
of U. S. Casualty Co. v. Hanson, 20 Colo. App. 
393, printed in THE Spectator on the Ist day 
of February, 1923, in which a contrary con- 
clusion was reached. 





H. D. Sayer Opposes State Monopoly 

In his report to the legislature, Henry D. 
Sayer, who has been Industrial Commissioner 
of New York State, expresses his opinion that 
the State should not establish a monopolistic 
State workmen’s compensation insurance fund 
until it has been demonstrated that the State 
can manage the business as efficiently as do the 
stock companies. 


Motor Car Abstract Company 

At the recent annual meeting of the Motor 
Car Abstract Company, Inc., New York, these 
officers were elected: President, Alfred M. 
3est; first vice-president, Wayne W. Wilson: 
second vice-president, J. Van Vechten Olcott: 
secretary and treasurer, Claude E. Scattergood. 
Jonas & Neuburger were appointed general 
counsel and Arthur Snyder, general manager. 
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‘It ain’t the individual, nor the army as a whole, 
But the everlastin’ teamwork of every bloomin’ soul.” 


TEAMWORK is the spirit of the Union Central Life Insurance Company. Each individual agent knows that 
the Company is back of him, ready to encourage and urge him onward in his work. 


Indications of Company progress during the past year are the establishment of a Service Bureau—the adoption 
of new policy contracts,—increased cash values,—and an increase in the interest rate to 5 per cent on policy pro- 


ceeds and on dividends left on deposit. 


Such progress gives two in one satisfaction,—satisfaction to policy-holders,—satisfaction to agents. 


You SERVE the Public 


You SERVE Yourself 


If You SERVE 


The Union Central Life Insurance Company 


Cincinnati, Ohio 























PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


- 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











New Disability Clause 


Two years ago this Company devised a Disability 
provision which was far in advance of any that had 
been previously contained in a life insurance policy. 
We now announce a new Disability provision. Its 
features are: 

Immediate beginning of a lifelong monthly income 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be in- 
creased 50%. 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 
100%. 

Total disability that has lasted three months will be 
assumed to be permanent. 

Waiver of premium, of course, together with full 
annual dividends and a full annual increase in cash 
surrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income 
increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
ot New York 


34 Nassau Street, New York 
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The Advantages of an Education to a Life Insurance Agent 


diplomat, and for many years president 

of Cornell University, once said, “An 
education consists of knowing everything about 
something and something about everything.” 
In accordance with this excellent definition, a 
life insurance agent should know all there is to 
know about life insurance and something about 
a good many other things as well—that is, if he 
is to consider himself well educated. 

Every life insurance agent should be well 
educated; otherwise he cannot possibly hope to 
give his clientele the best service, nor to get 
the largest possible personal return from his 
efforts. On the other hand, because a life in- 
surance agent is well educated does not mean 
that he going to render super-service, nor does 
it mean that he is about to make a fortune in 
the business. Education is merely equipment. 
A part of the necessary equipment of an auto- 
mobile is a motor, but simply because the motor 
is there the automobile will not run. There 
must be gasoline and electricity, properly intro- 
duced, to effect movement. In the same way, 
an education is a very vital part to a life insur- 
ance agent, but he needs also ability and ambi- 
tion, In other words, an agent cannot air his 
knowledge of life insurance and expect by so 
doing to sell policies. He must have ability to 
use his knowledge in a manner calculated to get 
results and the ambition to keep everlastingly 
at it. 

There are those who claim that education for 
life insurance agents is not necessary. These 
people will have it that plain, ordinary selling 
sense is all that is needed. A great deal of 
life insurance has been sold on that basis and 
companies preferring to use uneducated agents 
will undoubtedly continue to prosper. Never- 
theless, the demand for agents having a knowl- 
edge of the business is every day increasing— 
and there is a reason for that. The reason is that 
a trained man having real selling ability and a 
desire to work hard can sell more insurance 
on the average and leave behind him a better 
satisfied clientele than can the average un- 
trained salesmen. There are many examples 
of untrained men who have been able to ac- 
complish great things in the selling of life in- 
surance, but they come far from representing 
the average of their class. They are the excep- 
tions that go to prove the rule. 

Can an untrained salesman go to-day to a man 
whose insurance needs are complicated and sell 
to that man the right amount of protection, in 
Policies calculated to meet his various needs and 


A NDREW DICKSON WHITE, famous 


at the same time keep the cost to the lowest 
possible figure? No doubt the uneducated 
salesman can sell insurance where insurance is 
needed, as it almost always is, but as to analyz- 
ing and satisfying this need in the best possible 
way, he cannot hope to do so. In order to 
properly sell life insurance the agent must first 
know what he is selling. 

The elements of life insurance are compara- 
tively simple and a little study will enable any- 
one of ordinary intelligence to master them, 
but the problems that come up in the course of 
a day in the field present technical difficulties 
which are not so easily mastered. True, they 
can be passed over and some sort of a sale 
made by the glib-tongued agent, but to the 
initiated these problems present no large diffi- 
culties and sales are made on a basis of knowl- 
edge rather than guesswork. To acquire such 
knowledge hard study is necessary and training 
highly desirable. 

Educated and trained men need life insurance 
as well as the uneducated. Yet such men do not 
like to be bothered to do business with agents 
who evidently have no more than a smattering 
knowledge of their business. Big men will 
not talk upon personal financial matters with 
life insurance agents who do not know what 
they are talking about. They must be met by 
men of equal standing in the business world. 
Yet these men are the best prospects in the 
world and they buy the size policies which 
make the agent show a really big annual in- 
come. To sell consistently in big figures an 
agent must have thoroughly educated himself. 

Too many times one hears the life insurance 
agent talked of in disparaging words. There 
is only one reason for such a condition and 
that is lack of education on the part of the 
agents. The life insurance business is on a plane 
as high or higher than any other business in the 
world and educated agents would soon con- 
vince the public of the truth of that fact. The 
untrained agent cannot do so because he does 
not himself know his business sufficiently well 
to realize the truth. 

In Dr. White’s definition of education, a 
knowledge of something about everything is an 
important factor. The life insurance agent, 
in training himself for his work, should always 
keep that in mind. Never should he allow him- 
self to become so immersed in the subject of 
life insurance that he cannot talk or think in- 
telligently in terms of other things. Imme- 
diately that he limits his education to the sub- 
ject of life insurance, he becomes a bore, whom 
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few care to know and fewer care to do busi- 
ness with. He must be able to talk with his 
prospects upon a great variety of subjects, and 
this sufficiently well to hold their interest and 
attention until such time as he can turn the con- 
versation into life insurance channels. Many 
good sales are lost because of the inability 
of an unlettered salesman to carry on a con- 
versation that does not directly relate to his 
business. He cannot by skillful handling make 
use of some remark to bring up his subject—he 
must break in with life insurance without rea- 
son, and hope for the best. 

So, if life insurance is to be brought up to 
the position in the business world which it has 
a right to occupy, if the average sales pro- 
duction per man is to be increased and if the 
policyholders are to be properly protected, life 
insurance agents must be well educated. The 
task is not for the unlettered and illiterate, or 
even for the half-trained; it calls for education 
and training. Life insurance can and will be 
sold without either, but it can be done on a 
larger and better scale with both. 


A Clever Fan Story 

We heard this story from one of the younger 
agency members to whom a veteran agent had 
been giving some sound advice about dominat- 
ing the interview. “Tell him. Don’t ask him. 
Never say, ‘don’t you think?’” was the ad- 
vice, “but say, ‘if you have looked into insurance 
you know this.’” And then the veteran illus- 
trated his advice with the story and the young 
agent was enthusiastic in his admiration of the 
tact and hair-trigger wit displayed in the can- 
vass. 

It was a cold canvass of an advertising man- 
ager. The veteran had never seen him before, 
but he reasoned that a man in this position 
should put $500 a year into life insurance. 
Entering the advertising man’s office the veteran 
said, “Good morning, Mr. Jones. I’m an in- 
surance man. I’ve come to sell you half a mil- 
lion of insurance. Invite me to sit down.” 

The prospect smilingly extended the invita- 
tion as he had been directed. Then our agent 
told him why he was welcome. ‘You as a 
sales manager, are glad to listen to anyone 
from the street. Even a dub salesman is likely 
to say something that you can pass along to 
your salesmen and that they can turn into 
dollars. You sit here like the center of a 
fan, with your salesmen radiating ‘round you. 
You get an idea that Green has used and you 
send jt out to Brown to help him make a sale, 











so you show White how to make his sale. Now, 
T am the center of a fan, too,” continued our 
agent. “I sell policies all around me. I deliv- 
ered one just now to Smith and I never saw 
a man more pleased. It was just what he 
wanted. I said to myself, ‘That’s just what 
Brown ought to have’—and you are Brown.” 
‘Lhe sales manager had been listening with in- 
creasing interest. “Well, I'll be d #e 
was his admiring comment. “I’ll take five 
thousand.” 

He didn’t wait to be asked. He knew he 
was underinsured. He had been given a cork- 
ing good sales talk and he wanted to make 
some return for it—but our agent held up a 
warning hand. “That isn’t the way to buy in- 
surance,” he said, “and I don’t sell it that way. 
How much can you put into this, $50 a month?” 
The prospect said he never had been able to 
save more than about ten dollars a week. He 
asked what the suggested policy would cost. “I 
don't know,” was the answer, “that’s for the 
doctor to say. It depends a good deal on how 
soon you cash in. $40 a month is $500 a year.” 
“T’d call it $480,” corrected the prospect. “No,” 
was the smiling retort, “you start paying more 
because you have to accept a dividend at the 
end of the first year and that brings it down 
to $480. You want this payable to your wife, 
} suppose.” 

The application was being written and the 
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premium, which was paid about twenty minutes 
after these two master salesmen first met, was 
in round figures $500. 

Though our veteran agent tells men what 
to do, he doesn’t tell them didactically. “I’ve 
tried that fan story two or three times since, 
on other prospects,” he told the younger agent, 
“and each time it fell flat.” Could he have 
said more forcefully that every prospect must 
be handled differently? He has learned how 
to put himself in the prospect’s place —Provi- 
dent Notes. wa 

Medicine 

You want to improve your condition as a 
producer. Here is the “medicine” which, taken 
daily (each morning after breakfast and just 
before retiring at night) is guaranteed to kill or 
cure within one month. You will either in- 
crease your efficienecy by facing a picture of 
your sins of cmission daily, or else you will 
shoct yourself (as far as selling is concerned) 
and thus end the agony of trying to be a sales- 
man—or, rather, trying to stir up enough will- 
power to carry out the program you make for 
yourself. 

When you find definitely through 
facts and figures staring you in the face at the 
end of each day for six consecutive days—fig- 
ures that are undeniably proof that you simply 
won’t expose yourself to more prospects, won't 
make more calls, and haven’t the nerve to get 
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A Service That Counts 


The steady increase in the number of 
Mortgagees’ Title Insurance policies we 
are writing for the Insurance Companies 
and other large investors shows that our 
service meets a real need. 


We insure titles anywhere in the United States 


Send for our special booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 
135 Broadway, New York 


Capital, Surplus and Undivided Profits more than 


American Trust Company 


$7,500,000 


Affiliated with the 

















“SECURE AS THE BEDROCK OF NEW YORK” 
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interviews out of the few calls you do make— 
then is when you are ready to crawl in a hole 
and drag the hole in after you. Then js when 
you will be looking for some “good positiog” 
as bookkeeper at $18 per which comes regularly 
and on which job you will be “called upon” byt 
never urged by anybody, even yourself, to 
“make more calls.” 

On the other hand, if you are making & good 
living, are really prosperous and yet you are 
getting by with doing only one-fourth as much 
real sales work within a week as you should 
outline for yourself, you will especially prof 
by getting a good picture of yourself, as wit 
be shown on your card record of your inter. 
views, and then you will set out to “burn up the 
earth” and make a real record worthy of your 
family history.—Missouri State Life Bulletin, 


American Central Life Agents Meet 
Agents in the central department of the 
American Central Life of Indianapolis met 
recently at the head office. Vice-President 
Hunt explained the business builder service 
which is being launched by the company, and 
William T. Nash, of Tue Spectator, in an 
instructive address, stressed the necessity for 
intelligent, hard work, and told of some re. 
sults accruing therefrom after proper cultiva. 
tion of prospects by appropriate literature. 
Business is steadily improving with the 
American Central Life, January last having 
been its best month, except May, 1920. The 
current year is confidently expected to show bet- 
ter results than any previous year in the com- 
pany’s history. 








Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY. should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

NEO rst ccise revaieseiokelas vereisvoers $133.05 
Twenty Payment Life........ $172.10 
Twenty Year Endowment. ... $240.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bidg., Concord, N. Hi, 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








THE PROSPEROUS AGENT 


Extracts from Well-known Book by 
William Alexander 








ONE OF IMPORTANT EDUCATIONAL 
SERIES 





Third Volume Aims to Teach Agents How 
to Use Mental Equipment 


“The Prosperous Agent,” by William Alex- 
ander, is the third volume of his famous educa- 
tional series, which series is published by The 
Spectator Company. There are five books in 
this series, the titles of the other four being 
as follows: “What Life Insurance Is and 
What It Does,’ How to Sell Insurance,” “The 
Art of Insurance Salesmanship” and “One 
Hundred Ways of Canvassing” (now in press). 

A few extracts from the pages of “The 
Prosperous Agent” will serve well to indicate 
the character of the book: 

Ambition.—It is conceivable that an agent 
without ambition could sell some insurance. Its 
value is now so generally recognized that many 
intelligent people will apply for it voluntarily 
as soon as they are approached by an agent 
who can tell them how to proceed. But the 
leaders in the insurance business are those who 
have spirit and determination. 

x KK OK Ok 

Character.—Every insurance salesman must 
give attention to questions of deportment, but 
he must never forget that character is the con- 
sideration of paramount importance. If he is 
ever remiss it must be in relation to external 
matters. This truth is emphasized in one of 
Puddin’head Wilson’s maxims: 

“Be careless in your dress if you must, but 
keep a tidy soul.” 

x kk OK OX 

Reputation.—The scoundrel who has a good 
reputation may prosper until he is found out. 

The man of character, who through no fault 
of his has lost his reputation will fail; for 
other people will have nothing but his reputa- 
tion to measure him by. 

Character alone will not suffice. The agent 
must acquire, and maintain, and extend his 
reputation, for only in that way can his real 
character be revealed. 

ok * * *x * 


Imagination.—Imagination will enable the 


agent to read the mind of the rich man and 
the poor man; the generous man and the self- 
ish man; the extravagant man and the prudent 
man; the intellectual man and the one who 
acts wholly on impulse. 





— 





Imagination is the quality which enables the 
actor to put himself at will in the place of the 
emperor, the beggar, the prince, the peasant, 
the admiral, the sailor, the miser, the spend- 
thrift, the hero and the villain. 

* &-* & * 

Wit and humor.—The agent who has wit en- 
joys a distinct advantage, provided he is care- 
ful to use that two-edged sword with care and 
discrimination. Wit is a dangerous weapon and 
inflicts painful wounds. Consequently, as the 
agent’s aim is to please, he must only employ 
such wit as will arrest attention, emphasize 
truth, or give spice to facts that otherwise would 
be heavy or dull. 

But humor is attended by no such dangers, 
and is a boon that any agent who possesses it 
should prize and utilize constantly. It is a 
potent lubricator. It enables him to deal with 
a grim subject with cheerful warmth and light- 
ness. It arrests attention; rouses interest; re- 
lieves embarrassment; stimulates good fellow- 
ship. With it we can paraphase the old proverb 
as follows, “A humorous answer turneth away 
wrath.” 


* * * * x 


Genius.—Genius and hard work are two very 
different things. Genius without labor is im- 
potent; and so the industrious tortoise wins the 
race which the idle and indifferent hare throws 
away. But the man of real power is the one 
who has both genius and industry. 

* Ok Ok OK x 

Skill—Some of the busiest people in the 
world accomplish nothing worth while. 

The agent who says, “My success is due 
wholly to the fact that I work hard,” fails 
to give the real reason for his success. A man 
can work hard and fail. The man who suc- 
ceeds must work hard. That goes without say- 
ing. But he must also work well. It’s the 
character of a man’s work that tells. It’s more 
a matter of quality than of quantity. 

A scrubwoman may be very industrious, but 
will that make her a pianist? 

The college professor may be an excellent 
teacher, but will that make him an expert 
aviator ? 

ke Ok Ok Ox 

The creative faculty—No spiritual joy is so 
intense as that which results from the exercise 
of the creative faculty. Without it, the painter, 
the sculptor, the composer, the poet, the novel- 
ist, and the inventor would accomplish little. 

Its chief value to the agent lies in the fact 
that it stimulates his imagination; increases his 
enthusiasm, and enables him to arrest the at- 
tention and rouse the interest of his customers. 

kk ek Ok OX 


Temper.—Every agent is sorely tried as he 
goes through life. People are unreasonable, 
aggravating, irritating, antagonistic, indifferent, 
captious, inconsistent, suspicious, or pro- 
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crastinating, according to their varying dis- 
positions.. And the agent must have an even 
temper or he will antagonize those he wishes 
to bend to his will. 

Nor is this all: his temper must be such that 
his composure will never be disturbed. If any- 
one is to get hot under the collar it must be 


the other fellow. The agent may at times ex- 
hibit righteous indignation and seem to be ex- 
cited, but that must be on the surface. Under- 
neath there must be watchful composure. He 
must never lose his self-control. 

+ 3 Re oe oe 

Worry.—Worry if it becomes a chronic con- 
dition is deplorable. But it is beneficial if it 
continues until its cause is removed; for then it 
will be replaced by confidence, efficiency and 
satisfaction. 

If you have a toothache, it will be a good 
thing for you to worry until you are driven to 
the dentist and have the tooth out. It is because 
the fire burns that the child avoids it. 

If the unsuccessful agent didn’t worry, he 
wouldn’t try to find out the reason for his 
failure. But if his worry impels him to ex- 
amine himself, he may find out wherein he has 
gone astray. And then, if he corrects the evil, 
he will stop worrying. 

* OK * x 

Following through.—The agent must, like the 
golfer who wants to make a long drive, “fol- 
low through.” He will not be paid for inter- 
esting people in life insurance, or for creating 
in their hearts a desire to possess it. He will 
be paid only for getting them to take it. 











—The Guardian Life of New York has issued new 
and attractive circulars entitled “Insuring Your Future 
Now”; “It Pays You a Life-Long Income and Pro- 
tects Your Family”; “Figure It Out Yourself’; “Your 
Money and Your Wife”; “My Investments.” 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W.E. McCANDLESS, Vice-Pres. 
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Sentence Selling Suggestions 


“I never waste time telling funny stories to 
prospects,” said a successful Middle Western 
life insurance salesman. “I used to tell stories 
a great deal in selling insurance but experience 
showed me that by doing so I distracted the 
attention of the prospects, I gave them a chance 
to laughingly tell me they weren’t in the market 
for insurance and I didn’t make half as many 
sales when I told funny stories as I did when 
I told no stories. Which is why I’ve cut out 
telling them and why I devote all my time and 
energy when with a prospect to getting his 
signature on the dotted line.” 

“I’ve tried two different methods in getting 
business from the organizations to which I be- 
long,” said another Middle Western salesman 
who is getting a big volume of business each 
year. “The first method has been that of go- 
ing to the members of the organizations, call- 
ing the members ‘brother’ and all that sort of 
thing, pointing out the fact that I belong to 
the same organization they do and then solicit- 
ing their business. The second method has 
been that of never soliciting the members for 
their business, but always doing my bit and a 
little bit more toward making the organization 
a big success. And I want to tell you that the 
second method has been very much more suc- 





Massachusetts Mutual Life 
Insurance Company 


Springfield 
Incorporated 1851 


Massachusetts 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives. 


Joseph C. Behan, Supt. of Agencies 











cessful in getting business than the first method. 
Men seem to always resent the inference that 
they must give their business to some certain 
man, because they both belong to the same 
organization. This, of course, makes it very 
hard to put over sales by the first method. But, 
on the other hand, organization members always 
feel kindly toward fellows who do their bit 
toward making the organizations successful and 
so give their business to such fellows without 
being solicited. Which is why I now always 
pursue the second method in getting business 
from fellow members of clubs.” 

Persistence is a fine thing in selling life in- 
surance, of course, but after four or five unsuc- 
cessful calls on a prospect is it worth while, in 
the long run, to pursue the prospect any further? 
Several agents who were interviewed on this 
point stated that in nine cases out of ten all 
persistence in continuing to call on hard pros- 
pects who failed to come across in the first three 
or four or five calls is time wasted which could 
be better spent in getting after better prospects. 

Unobtrusiveness in apparel is a prime requisite 
of good life insurance salesmanship. A cer- 
tain Middle Western salesman who was addicted 
to rather loud dressing found that when he dis- 
carded flaming ties for scarfs of more con- 
servative patterns and hues his sales immediately 
bounded upward. Obtrusiveness in dress at- 
tracts and rivets the attention of the prospects, 
makes them pay less attention to what the 
salesman is saying and hurts sales just that 
much. 

“T never let a prospect get the idea that I 
have spied on him, learned his habits and then 
deliberately set out to catch him,” said a very 
clever life-insurance salesman. “It is my experi- 
ence that there is hardly anything that the 
average prospect more resents than for the in- 
surance salesman to hound him in some such 
way as learning where he eats and then going 
there and catching him at lunch, or learning 
where he walks during the noon hour and then 
going to the same place and catching him. It 
is my belief that many a good sale has been 
spoiled because the salesman has resorted to 
such espionage methods.” 

Another salesman will never try to sell poli- 
cies to men who are playing pool when they 
ought to be working, who are taking an after- 
noon off to play golf or who are doing some- 
thing else which may, possibly, be open to the 
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censure of those who feel that a working man 
should always be on the job. This Salesman be. 
lieves that the only place to sell insurance is at 
a man’s home or at his office and that efforts 
to sell to men who are “skipping” work will 
always meet with failure because such men 
don’t want business intruded on their holidays 





New Directors of Farmers National 


A. O. Hughes, agency director of the Farm. 
ers National Life of Chicago, has been elected 
a director of the company, as has also Je 
Hopkins, senior member of the law firm of 
Hopkins, Starr & Hopkins. The Farmers Na- 
tional, which has heretofore confined its work 
to farmers, will also in future write insurance 
in towns and cities. 





General Agency 

A contract is a valu- 

able franchise, de- 

sirable because it 

recognizes personal ability 

and ambition and rewards 

them with broader fields 
of action. 


Since 1884 this Com- 
pany has sought men of 
ability and ambition suc- 
cessfully; but there is al- 
ways room for one more. 
Are you the man? 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield 2 Illinois 























EDMUND P. MELSON, President 


ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 





J. DE WITT MILLS, Secretary 
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LARGE AGENCY WRITING 


First Replies to Questionnaire of 
The Spectator 








SHOW GAINS OVER 1921 





Qne Agency Manager Writes That He 
Expects 1923 to Be Biggest Year in 
History of Life Insurance 
In reply to a letter sent by THE SPECTATOR 
to a number of the largest life insurnace agen- 
cies in the country, a number of replies have 
already been received. These indicate that 
many agents surpassed during 1922 the record 
year of 1920. At least one prominent manager 
believes that 1923 will be the biggest year in 

the history of life insurance. 

Charles B, Knight, general agent in New 
York city of the Union Central Life Insurance 
company, reports the following amounts of 
paid-for business: 1919, $16,324,739; 1920, $20,- 
078,491; 1921, $20,194,121; 1922, $24,129,860. 

A. A. Drew, general agent in Chicago of the 
Mutual Benefit Life Insurance Company, re- 
ports the following schedule of paid-for busi- 
ness: 1919, $8,902,048: 1920, $9,640,976; 1921, 
$8,303,574; 1922, $11,001,925. 

Joseph D. Bookstaver, a New York general 
agent in the life department of the Travelers 
Insurance Company sends the following figures, 
which are on a paid-for basis: 

In reply to your inquiry of the 31st, beg to 
submit to you the following facts and figures: 
1918, $3,622,210; 1919, $11,180,000; 1920, $16,- 
517,063; 1921, $11,140,573; 1922, $15,106,655. 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in _ force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. 


Address the Company 
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Herman Robinson, also a New York general 
agent in the life department of the Travelers 
Insurance Company, writes as follows: 

As per your request of January 31 we give 
you herewith the production of paid business 
for the various years: 1922, $13,818,000; 1921, 
$10,020,000 ; 1920, $10,077,500 ; 1919, $12,039,500 ; 
1918, $6,405,000. 

Peter M. Fraser, general agent in New York 
of the Connecticut Mutual Life, replied as fol- 
lows: 

Our written business for this agency last 
year amounted to over $8,000,000 and, of course, 
during the year we had several “million dollar 
months.” 


B. F. Reinmund, manager of the New Jersey 
office of the A&tna Life Insurance Company, 
sent in a schedule given herewith: 1919, 
$5,400,000; 1920, $7,500,000; 1921, $5,350,000; 
1922, $6,000,000. 

G. T. Silbley and Son, general agents in 
Birmingham, Ala., of the Equitable Life of 
New York, replied as follows: 

We have your letter of January 31, and as 
requested therein we give you below list of the 
paid business of this agency for the years as 
mentioned: 1922, $3,896,506; 1921, $4,377,415; 
1920, $4,851,228; 1919, $3,036,118; 1918, $1,- 
771,655. 

James T. Phelps and Company, State agents 
in Boston for the National Life of Montpelier, 
send the optimistic report given below: 

For 1920 this agency paid for approximately 
$4,000,000 of new business. In 1921, for about 
20 per cent less, and in 1922, about the same as 
in 1920. As the limit of the National is $50,- 
000, we have a considerable amount of surplus 
business which we place with other companies. 

We anticipate that 1923 will be the best year 
in the history of life insurance. 

A, C. Crowder, manager at Birmingham, Ala., 
of the ordinary department of the Prudential 
Insurance Company of America, reports: 

Answering your inquiry of 3Ist ult., I have 
to say that while this agency, comprising North 
Alabama and the State of Mississippi, writes 
exclusively ordinary business, and no industrial 
business, we show net issue as follows: 1922, 
$2,894,655; 1921, $1,443,205; 1920, $2,441,752; 
1919, $2,220,803; 1918, $1,226,219. 

Two Emergencies 

The central idea is this—and let us make it 
personal. 

It’s a cinch that you will be either a dead 
man or an old man! Those are the two big- 
gest emergencies, the two supreme needs, that 
now lie in the veiled future for you and those 
dependent upon you. 

If you become the dead man first, it is an 80 
per cent or go per cent probability that you 
will leave dependents behind you, even though 
you are young now, not married and not think- 
ing of it. You will surely take the long end of 
those odds and figure on leaving dependents, 
and will have something in your financial pro- 
gram to’ provide for that supreme need. 

If: you become the old man first, it is a 95 
per cent certainty that you will be the depend- 
ent yourself, for 95 per cent of those that 
are too old to work have not saved up the 
means to live on. So your lifetime program 
must provide for that supreme need, too.— 
Detroit Life Bulletin. 
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BILL TO CURB BANK LIFE INSURANCE 
KILLED 


Measure Sponsored by Governor Davis Too 
Sweeping to Obtain Support 


Topeka, Kan., February 5.—There will be 
no limitation of the activities of bankers and 
bank employees acting as agents for life in- 
surance companies in Kansas from the present 
session of the legislature. Governor Davis 
recommended in his message that the legislature 
pass a bill prohibiting bankers or bank em- 
ployees acting as agents or furnishing life in- 
surance agents with information of the finan- 
cial condition of the bank customers. A bill 
along this line was introduced by Representative 
Harris of Cloud county. The bill was sent to 
the committee on banks and banking and was 
killed by that committee and there does not 
seem to be any great interest in it to attempt to 
revive the measure. There has been some com- 
plaint that insurance agents, particularly of 
those companies selling stock with policies, are 
able to get information from bankers or get 
bankers to recommend to bank customers the 
purchase of insurance and of stock in these 
companies. The governor was trying to put 
an end to the practice but his proposal was so 
sweeping that the committee would not bring 
the bill out. 


Penn Mutual Shows Big Gain in January 


The Penn Mutual Life Insurance Company 
of Philadelphia reports new paid-for business 
for January, 1923, as $18,954,577. This is an 
increase over January, 1922, of $9,367,740, or 
nearly 100 per cent. 

Dr. Harry Toulmin, formerly medical director 
of the company, has been elected vice-president 
and medical director. 








Ask for— 


7 “How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effectivein bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 


Make this collection of sales letters a 
part of your selling plan. Write for book- 
let11-A now, 


WILLIAM S. HULL 


Direct-<Mail Sales Service 
«MADISON, CONNECTICUT ; 




























HOW TO BUILD BUSINESS 
Large Middle West Company Advises 
Agents of Value of Nash Leaflets 

The cut which appears below is a reproduc- 
tion of a portion of a large circular recently 
sent out by the American Central Life Insur- 
ance Company to its agents. This company 
has tried out with success the use of those leaf- 
lets of The Spectator Company of which W. T. 
Nash is the author. 

The leaflets mentioned have been written by 
Mr. Nash according to a carefully devised and 
well-thought-out plan for developing and con- 
serving life insurance business. Each single 
word in the entire set of leaflets has been 
weighed and its exact value determined. Noth- 
ing has been overlooked which could add to the 
value of them as canvassing and conservation 
documents. 

The Nash system has passed the acid test and 
proved an unqualified success. The American 
Central has found the use of this system so 
valuable that it is now pressing its agents to 
extend their activities and increase their writing 
capacity by judicious use of the leaflets. There 
is no other system of this sort of which it can 
be said that 25 per cent of the prospects seen 
will be closed. 


THE SPECTATOR 


LIFE INSURANCE SECTION 


WILL USE LAY INSPECTIONS 
Metropolitan Life Plans Waiver of Medical 
Examinations on Policies Up to $500 

The Metropolitan Life Insurance Company 
has devised a new plan in connection with med- 
ical examinations on industrial insurance poli- 
cies. The plan will be tried out during the 
following year to determine its usefulness. 

According to the new plan medical examina- 
tion will be waived on industrial policies up to 
$500, when the applicant is under age forty. 
Examinations will be waived up to $300 when 
the applicant is over age forty. Instead lay 
inspections will be permitted by agents of over 
six months’ experience when appointed by man- 
agers. In certain States the law requires med- 
ical examinations and no change in the present 
order will be in such States. 

A new endowment policy providing quinquen- 
nial increases has also been announced. This 
policy is expected to have a low lapse ratio. 


Henry Reichgott Made Third Vice-Presi- 
dent of Missouri State Life 
Henry Reichgott, manager of the group de- 
partment of the Missouri State Life Insurance 
Company, St. Louis, has been made a third 
vice-president of the company. 


NOW TO BUILD BUSINESS! 


For the past severa! months we have been quietly experimenting with the prospect circularization 
plan, put out by the Spectator Company, called the Nash System. Actual results show that twenty- 
five per cent of prospects seen will be closed. These figures are borne out by the experience of 
other companies and general agents. We have, therefore, made an adaptation of the Nash System, 
using the combined experience of all of its other patrons and our own, and are prepared to presenti 


this plan to our agents with the new year. 


THE BUSINESS BUILDER is not a plan that 
will get applications—that is the agent’s job— 
nor does it present any form of policy; it simply 
sells the insurance idea. It means that the 
man who follows this plan will have to work. 
He will be busy from eight to ten hours every 
day and he must be on the job or the Business 


Builder will run over him. He will have a 
live list of people to see every day. They will 
know him, they will be interested in what 
he has to offer and will give him an oppor- 
tunity to tell his story They will sign on 
the dotted line if the agent has the ability 
to SELL HIS GOODS. 


This is a great plan for the man who will work—it will kill the lazy or inefficient. It ought to more 
than double the income of the fifty-two per cent who have no method of finding prospects and it will 
put any man in the half million dollar class, who will use it with intelligence and enthusiasm. 


IF YOU ARE READY TO WORK IN 1923 


WRITE FOR THE BUSINESS BUILDER SERVICE 





Thursday 


HOME LIFE APPOINTMENTS 


George W. Murray Becomes Second Vice. 
President—Howard Van Sinderen 
The Home Life Insurance Company, New 
York, at a recent meeting of the board of 
directors, elected George W. Murray, second 
vice-president and superintendent of agents, and 
Howard Van Sinderen, third vice-president and 

counsel. 

Mr. Murray formerly was third vice-president 
and superintendent of agents. He has been 
the chief agency officer of the company for 
many years. He succeeds to the post of second 
vice-president following the resignation of 
Henry Moir to become managing director of 
the United States Life Insurance Company, 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 
reference. Address, 
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STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 


























WHEN BETTER POLICIES ARE WRITTEN, THE NATIONAL RESERVE LIFE WILL WRITE THEM 
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ATTENTION LIFE INSURANCE SALESMEN 


Do you want to secure a Manager’s contract for yourself in “THE 
HEART OF AMERICA’’—Kansas, Oklahoma, Missouri, Iowa, 
Nebraska, Minnesota, Arkansas and Texas? 


TO THE RIGHT MAN 


We will offer splendid first year commissions, very liberal renewals 
and a reasonable amount of money to be deposited in banks to aid 
and assist you in getting started. 


Only two years old we have written over $17,000,000. 


We offer to the insurance buying public most attractive, easiest 
selling life insurance policies written by any life insurance company— 
both participating and non-participating. 


If you can qualify write or wire the home office for personal interview. 


There is a 
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BUILD 
YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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LIFE INSURANCE SECTION 


Writing Business Insurance 

The easiest way to avoid business failure is 
by a life insurance policy—either endowment 
or straight life. 

First. A corporation or partnership may de- 
sire to make provision for repayment of a loan 
of fixed capital in the nature of either a mort- 
gage, bond issue, or long-term obligation, and 
if a business can maintain its organization in- 
tact, adequate provision may be made for re- 
deeming obligations by setting aside a sinking 
fund from earnings. But the hazard of death 
is ever existent. In case the master minds are 
lost prematurely, the whole organization may be 
disrupted. Through the use of endowment in- 
surance, a sinking fund may be accumulated 
to meet long-term obligations at their maturity. 
In event of death prior to the end of the endow- 
ment period, the necessary provision has been 
made to retire them immediately, if they are 
callable. If non-callable, a portion of the in- 
surance proceeds may be set aside which, with 
interest, will equal the amount of these obliga- 
tions at their maturity. 

Second. To provide reserve funds. Compara- 
tively few business failures are due to lack of 
intention to pay. Unusual circumstances over 
which the business man has no control may 
prevent him from being able to protect his cred- 
itors, the endorsers of his notes, and his bank- 
ers. Endowment insurance is one means by 
which a reserve can be built up for use in case 
of emergency, such as a panic, or business 
depression, to safeguard the credit standing and 
reputation of the business. 

Third. To provide a fund for acquiring the 
interest of a retiring or deceased partner. It 
is also used to acquire the interest of a person 
owning a large part of a company’s securities. 

Fourth. To provide for old age. The aver- 
age man must make provision for his old age 
as well as for his dependents. Many individuals 
plan a regular program of saving. The effort, 
however, to save a fixed sum in a certain period 
is subject to the contingencies that the insured 
may be unable to continue his plan or may ex- 
pend his savings injudiciously. The proceeds 
of a long-term endowment payable at age of 
retirement may be used to purchase an annuity 
which will provide for the late years of life 
when the individual can no longer engage in 
active work. 

Fifth. To underwrite a college education. 
Business men desiring to provide the means to 
give their children a college education may use 
endowment insurance, and thus distribute the 
financial strain over a period of years. Be- 
sides building up a fund, the policyholder also 
receives extra insurance protection while the 
children are young. Or the child may be un- 
derwritten. 

Sixth. To liquidate mortgage on home. Many 
people are unable to buy their homes outright 
and must therefore place mortgages upon them. 
By the use of endowment insurance, the funds 
necessary to clear the home of debt may be 
provided, whether the policyholder lives or dies. 

Seventh. To accumulate a fund for a philan- 
thropic purpose. Endowment insurance may be 
used by individuals who desire to make bequests 
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to colleges, churches, hospitals or communities, 
but wish to -distribute the payments over a 
period of years. A donor can by this means 
make a bequest of considerable size at a rela- 
tively slight inconvenience. The premiums paid 
on insurance for such purposes are exempt from 
income tax if they, together with all other 
charitable contributions, do not exceed 15 per 
cent of the insured’s income. 

Eighth, At death again comes taxation. 
Someone has said, “There are only two things 
certain, death and taxes.” The Government— 
Federal and State—exacts cash for payment of 
estate and inheritance taxes. Life insurance 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 











HOME O Fice 
MONMOUTH. ILL 
“nen 
LAS 


One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,880,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 














will keep the estate intact and provide the cash 
to meet these assessments. And if paid by other 
than the insured the insurance is exempt from 
taxation from the Federal estate tax. As to 
inheritance taxes, the insurance is exempt. 

The policy, of course, in both cases names 
beneficiaries other than deceased’s estate. It 
leaves the estate intact to the heirs of devisees. 
Otherwise part of the estate is sold at a sacrifice 
to meet post-mortem taxation. Even municipal 
bonds (otherwise free from all taxation) must 
be included for estate tax. Life insurance, 
therefore, is the only medium by which an 
estate may be kept intact. 

Seek the persons of large incomes. It is 
easier to sell $10,000 to a business man than 
$1000 to a wage-earner.—Western and South- 
ern Field News. 


Business Mens Assurance Runs Salesman- 
ship Course 

The first class in life, accident and health in- 
surance salesmanship of the Business Mens 
Assurance Company of America has just com- 
pleted what has proved to be, a very satisfactory 
two weeks’ course of intensive training. The 
class was named the “Grant Class,” in honor of 
W. T. Grant, president of the company. The 
training course extended from January 8 to 
20, conducted by E. J. Montague, director of 
field service, and assisted by Mr. Grant, A. W. 
Hogue, general field supervisor, other officers 
of the company and members of the board of 
directors. 

Twenty-five men from six different States 
came to Kansas City to take the course. Texas, 
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You can obtain quick and satisfactory Service when 
placing your excess Life Insurance with 


The Reinsurance Company 


of Canada 


WATERLOO - ONTARIO 


COVERAGE ON TERM OR COINSURANCE PLAN 
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Arkansas, Colorado, Kansas, Oklahoma and 
Missouri were represented in the school. Every 
man who started, finished. Throughout the two 
weeks’ course, the men were thoroughly inter- 
ested and very enthusiastic. The production by 
the different members while taking the course 
was surprisingly good. The first week was 
devoted to accident and health insurance, the 
second week to field practice in selling accident 
and health insurance and studying life insurance. 


Metropolitan Casualty Organized 
The Metropolitan Casualty Company has been 
organized at Independence, Mo. Marshall T. 
Jamison, an experienced insurance man, will be 
general manager and secretary; Mark H. Sieg- 
fried will be president. 


One Man’s Opinion of The Spectator 

A subscriber to THE Spectator out in South 
Dakota speaks of this journal as a “high-class 
insurance fublication” and says: “Typ 
SPECTATOR is an insurance magazine that is side. | 
kick and pal of the insurance agent—so valuable 4 
to his success, in fact, that I will venture to 
say that by following its good, sound advice 
on the different problems presented to the in- 
surance agent in his every-day routine, regard- 
less of what branch he may be working in, that 
it will increase his sales at least 25 per cent.” 


—The Equitable Life of Iowa will hold a series 
cf agency meetings in various sections of the country 
this year, instead of an annual convention, as here 
tcfore. 
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Insurance Co. 
INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 





Home Office 














Agency Co-operation 


as practiced by THE GUARDIAN furnishes to 
our representatives, among other things: 


AN AGENT’S TRAINING COURSE—A complete 
and original Educational Course for new and 
old Agents. 


ADVERTISING HELPS—A Prospect Bureau that 
develops real 
Useful advertising material which is appreciated 
by prospects and policyholders helps our Agents 
to secure new prospects, hold old business, and 
build good will. 


If you want to know the whole story of what — 
this Company is doing for its Agents, address: ° 


T. LOUIS HANSEN, or 
Vice-President 


The Guardian Life Insurance Company | 


Established 1860 under the Laws of the State of New York 


insurance sales opportunities. 


GEO. L. HUNT, ° 
Supt. of Agencies 


OF AMERICA 


50 Union Square, New York | 
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REDUCES FINES 


Mississippi Supreme Court Sustains 
Suggestion of Error 


ABOUT $1,000,000,000 IMPOSED 


Funds Now in Garnishment Will Be More 
Than Sufficient to Satisfy Judgment 
and Pay Up Taxes 


Jackson, Miss., February 5.—The Fire in- 
surance companies formerly operating in Missis- 
sippi, and now being prosecuted for alleged 
yiolation of the anti-trust laws, won a notable 
victory in the Supreme Court this morning 
when that tribunal sustained a suggestion of 
error filed in their behalf and greatly reduced 
the fines imposed. The fines imposed by Chan- 
cellor Strickor in the Hinds County Chancery 
Court totaled more than $8,000,000. To-day’s 
action of the Supreme Court in partly revising 
its former decree reduces the penalties to less 
than $1,000,000; the period to be covered for the 
imposition of fines at the minimum penalty of 
$25 per day is two years instead of six years, 
as formerly fixed by the court. The court, in 
sustaining the suggestion of error, breaks its 
former tie vote of three to three on the orig- 
inal decision re!ative to the law of laches and, 
in effect, holds that the State lost its right to 
sue for a longer period because of failure to 
assert its claim when it was a matter of com- 
mon knowledge that the fire insurance com- 
panies were all using identically the same rates. 
There are now in the custody of the court insur- 
ance funds totaling about $1,000,000 seized by 
the State revenue agents under garnish- 
ment levied on local agents as the companies 
were withdrawing from the State. This will be 
sufficient to pay the judgment imposed on the 
new basis and also to pay privilege taxes due 
the Insurance Commissioner for the year 1921, 
amounting to about $130,000, which the compa- 
nies refused to pay while the anti-trust litiga- 
tion was pending. 

Counsel for both the appellant and the appellee 
say that under section 4919, code of 1906, 
Hemmingway’s code, section 3195, final judg- 
ment should be rendered here. So that, with- 
out determining this question of practice, the 
decree of the court below will be set aside in so 
far as it imposes penalties, and a final judgment 
will be rendered here in accordance with this 
opinion imposing a penalty of $25, as did the 
court below, on each of the appellants except 
those hereinafter ordered to be discharged, for 
each day, excluding Sundays, for the two years 
next preceding and including the second day 
of December, 1920. The judgment rendered by 
Chancellor Strictor imposing penalties on the 
National Fire Insurance Company and the 
Union of Canton was reversed. 


CRUM & FORSTER NEW WESTERN 
MANAGERS 
Canadian Company Moves to Continue 
Close Affiliation with British America 
The Western Assurance Company of Toronto, 
Canada, has announced the appointment of 
Crum and Forster, New York, as United States 
managers of the company. By this appointment 
the close business relationship which has always 
existed between the Western and the British 
America, also of Toronto, will be continued. 
Control of the British America was recently 
purchased by the Crum & Forster interests. 
There will consequently be no radical change 
in the agency plant of either company and to 
the reciprocal relations heretofore maintained 
by the two companies will be added the practi- 
cally unlimited facilities of the Crum & Forster 
eroup of companies. 


NATIONAL LIBERTY WINS 
Judge Rose Decides for Company in Its 
Case Against John G. Rolker 
of Baltimore 
In the case of the National Liberty Insur- 
ance Company of America, New York, against 
John G. Rolker and John G. Rolker, Inc., Judge 
John C. Rose, of the United States District 
Court, on February 5 handed down an inter- 


locutory decree in which it is 

(1) Adjudged by the United States District 
Court for the District of Maryland that the 
insurance office conducted in Baltimore by the 
defendant, John G. Rolker and his successor 
John G. Rolker, Inc., was from its inception 
and up until, to-wit, December 31, 1922, date in- 
cluded, a branch office of the National Liberty 
Insurance Company and that the said John G. 
Rolker and his successor John G. Rolker, Inc., 
were branch managers for said company; that 
business conducted in said branch office, with 
the exception of the business received from 
brokers and business placed by John G. Rolker 
and John G. Rolker, Inc., with brokers or agents 
of other companies, was the business of the 
plaintiff, National Liberty Insurance Company 
of America, and not of said John G. Rolker 
or John G. Rolker, Inc. 

(2) It Is Further Adjudged, That the solicit- 
ors attached to said office, numbering in all 
sixty-three, were under the laws of Maryland 
as they now exist, solicitors of the said Na- 
tional Liberty Insurance Company of America 
and not of said John G. Rolker or of John G. 
Rolker, Inc. 

(3) It Is Further Adjudged, That the ex- 
pirations of the policies of plaintiff, the Na- 
tional Liberty Insurance Company of America, 
issued by or through said branch office other 
than those issued in connection with the brok- 
erage business transacted by the said John G. 
Rolker and the said John G. Rolker, Inc., as 
aforesaid, and certain personal business of the 
said John G. Rolker, together with all records 
appertaining or relating to the same, are as 
against the said John G. Rolker and the said 
John G. Rolker, Inc., the property of the plain- 
tiff and not of the said John G. Rolker or of 
the said John G. Rolker, Inc. 


L. & L. & G. Revises Virginia Field 

The Liverpool and London and Globe Insur- 
ance Company, Limited, announce the appoint- 
ment as of February 1, 1923, of A. L. Wolfe, 
as State agent for the Western portion of 
Virginia. 

Mr. Wolfe is a native Virginian, having been 
prominent in local agency circles in Roanoke 
prior to his appointment as special agent of the 
Niagara Insurance Company in Western New 
York in 1918. Mr. Wolfe’s headquarters will 
be at 1113 East Main street, Richmond, Va. 

A. M. Travers, who has formerly supervised 
the entire State of Virginia for the Liverpool 
and London and Globe and the Star Insurance 
Company will be relieved of supervision of the 
Star Insurance Company. 


Promotions in Phoenix Group 


At a meeting of the directors of the Phoenix 
of Hartford the following promotions were 
made: Thos. C. Temple and Geo. C. Long, 
Jr., formerly secretaries of the Phoenix, were 
elected vice-presidents and also directors. Henry 
P. Whitman, Edward V. Chaplin, Fred C. 
Gustetter, assistant secretaries, were pro- 
moted to be secretaries. Frank C. Hatfield and 
Lee R. Ross were elected assistant secretaries. 

John B. Knox still remains as secretary and 
has also been elected president of the Equitable 
Fire and Marine of Providence, R. I. 

The following officers were elected for the 
Connecticut Fire Insurance Company of Hart- 
ford: President, Edward Melligan; vice- 
presidents, George M. Lovejoy, John A. Cosmus, 
F. W. Bowers; George C. Long, Jr., was pro- 
moted from secretary to vice-president; secre- 
taries, H. P. Whitman and E, V. Chaplin; 
assistant secretaries, F. M. Blake and L. R. 
Ross. 





ARE YOU REPRESENTED IN 
CANADA? 


Fire, Liability and Automobile 
Insurance 


A general Insurance Agency, Incorporated . 
under the Laws of Province of Quebec and 
having years of successful accomplishment 
in other lines of insurance underwriting, is 
prepared to use its present organization com- 
bining French and English, and consisting 
of four offices located in the principal Cana- 
dian cities and 1500 Agents covering every 
important centre in the Dominion, particu- 
larly in the Province of Quebec, in under- 
writing fire, liability and automobile insur- 
ance. On present connections this agency’s 
yearly casualty premiums exceed $300,000. 

The financial responsibility of this Agency 
will stand the strictest investigation and 
proper credentials will be furnished Com- 
panies interested in securing Canadian 
representation. 

Write “Canadian Insurance”, Suite 305, 
260 St. James St., Montreal, Canada. 














Has paid losses for 
over 50 years 





J. HARRIS LENKER, President 


City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


Organized 1870 
Cash Capital $600,000 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 


A. F. O’DANIEL, Secretary and Underwriting Manager. 
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WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 
FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 
W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY 1, 1922 
_<__ lll 
SURPLUS IN UNITED STATES........... $1,599,555-35 
TOTAL LOSSES PAID IN UNITED STATES 





FROM 1874 TO 1921 INCLUSIVE...... ..$50,129,109.21 











$10,000.00 with $200.00 per Month 
ATS Costs $80.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 165,000 Claims Paid $5,500,000.00 


Unusual Agency Opportunities at present in Central 
States 








Our Leading Salesman in 1922 made over $15,000.00 


Business Men’s Assurance Company 
W. T. GRANT, President KANSAS CITY, MO. 





UNION HISPANO AMERIGANA 


FIRE AND MARINE 
INSURANCE COMPANY 


31 SOUTH WILLIAM STREET 


New York 


M2ARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAD 4478 





INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1922 
Reserve for Unearned Premiums............... $1,149,297.48 
257,293.41 
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E. B. Addison, Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 
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Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 








Astoria’s Ashes 


A good fire record, as a result of favorable climatic conditions 
or mere good luck, is no excuse for under-insurance. The 
unexpected—the conflagration—always happens in time. 


Astoria, Oregon, is a striking example. After the fire of 
December 8, 1922, which wiped out the entire business section 
of this city, it was found that the total property loss of about 
$10,000,000 was only insured for approximately $2,000,000— 
20% insurance to value. 


The effect of such unpreparedness is shown by a re 
: : port fro 
a first hand observer which reads in part: 


‘‘With this condition prevailing (under-insur- 
ance) it follows that many merchants are 
financially embarrassed and must start again 
in rather a small way and build for the future.” 


F idelity-Phenix agents will immediately recognize the 
potency of this argument for full insurance to value. 


FIDELITY-PHENIX 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York 
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ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 18665 January 1, 1922 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK 





Cash Capital, . . . . $1,250,000.00 
Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 
EASTERN DEPARTMENT WSTERN DEPARTMENT 
D. H, DUNHAM, President NBAL BASSETT, V.P. and Mgr. 
Pag W. T. BASSETT, Ass’s Manager 


CHICAGO, ILL. 

















NEWARE, N. J. 























The Fireman’s Fund has | 


special departments and 
field men trained to help 
Fireman’s Fund agents get 
the best for their clients 
at the smallest cost. Get 
closer to them. 
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[ FIRE INSURANCE NOTES AND EVENTS _ | 


NEW YORK SURVEYS 

The Council of Rating Managers and 
Secretaries—This important body repre- 
senting the Eastern part of the country held an 
all-day session last Friday at the Hotel Penn- 
sylvania to consider a large number of matters 
which had arisen either in the work of the 
individual organizations or which were referred 
to them by other committees. Naturally, where 
changes in the individual organization have to 
await the appreval of a body of this kind, it 
is a conservative force that is brought into play 
and makes it difficult to make speedy changes 
which may be to the detriment of the whole 
business. It is a curious fact that while every 
one is rampant for individuality nowadays, all 
the tendency is by enlarging an organization to 
repress individuality or to slow it up. The 
final result no cne can forecast. 

An Interesting Fire—At the time con- 
struction of the new foundry addition to 
the Lima Locomotive Company, Ohio, was 
started, the west wall of the iron foundry 
was removed, and a temporary wall constructed 
of boards on joists. A core oven is located at 
the west end of the foundry and the temporary 
wall fitted around and over it. The oven 
temperatures were not excessive, but the heat 
dried the boards so that they were ignited 
easily by the small fire, which started from a 
cigarette stub in contact with oily waste. 

There were no sprinklers in this location. 
The fire when first discovered at I.15 a. m. was 
only about the size of a barrel head, but the 
flames spread so rapidly that before a hose 
stream could be brought into play almost the 
entire surface of the wall was on fire. Two 
hose streams were used by the mill department 
before the fire was finally extinguished. 

The intense heat warped one steel truss, 
cracked 280 feet of skylight glass, caused a 
number of skylight frames to collapse, dam- 
aged two motors, and did considerable damage 
to the concrete roof slabs. 

High Rates and the Insured.—In connec- 
tion with the recent fire at Astoria, Ore., it 
developed that the rates in Astoria averaged 
approximately 3.00 for the frame buildings and 
1.30 for the non-fireproof. There were of 
course business buildings where the rates were 
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higher. The owners of the property were in- 
clined to regard the rates as excessive and 
hence only a small fraction of the value was 
carried in insurance—about 30 per cent. The 
arguments were advanced by the owners of 
the property that there had never been a con- 
flagration and probably never would be. They 
were mistaken. As a matter of fact it can 
safely be stated that a high rate is not put 
forth by the companies unless they feel that 
the hazard warrants it, and if the high rate is 
published the insured might well bear in mind 
the thought that by not carrying sufficient in- 
surance he is running a very large risk. This, 
however, is a difficult lesson to teach, but it is 
the lesson of the Astoria fire. 


PHILADELPHIA NOTES 

Work of Advisory Board.—Insurance men 
here have been watching with great interest the 
outcome of the work of the Insurance Advisory 
Board here and many of them report complete 
satisfaction with the results obtained therefrom. 
Especially is this true of the fire section of 
the board, of which William Embery is chair- 
man and Edward Troxell is secretary. Mr. 
Embery is the local manager of the Insurance 
Company of North America, and Mr. Troxell 
is a member of the firm of R. M. Coyle and 
Co., prominent local agents here. In speaking 
of the activities of the fire insurance section 
Mr. Embery said: “The purpose of this board 
is to help applicants for license go into the 
business with a sufficient amount of insurance 
knowledge so that the public will be getting the 
very best possible service from them. Service 
is the keynote of this business. A man who has 
no desire to serve his client, has no place in it. 
Many applicants who are asked to appear before 
the board never put in an appearance. We 
have found upon investigation that in most cases 
they were persons whose interest in the great 
business of insurance ceased after they had, as 
was their sole purpose, collected the commission 
on their own property. In some cases we found 
men just wanted to go into the business to tide 
them over a few months and some just look for 
a catchpenny which they thought would come 
to them without giving any service. Most ap- 
plicants never realize that the commission is not 
fully earned until the policy has expired.” 


Pennsylvania Federation Meeting.—One 
of the best insurance programs ever offered to 
any gathering of insurance men anywhere is be- 
ing arranged by the Insurance Federation of 
Pennsylvania, according to Walter A. Munns 
of the Curtin & Brockie office here. Mr. 
Munns says the program will cover all types of 
insurance and be one especially designed to help 
the men in the business secure more business and 
show them how to hold it after it is on their 
books. Mr. Munns expects to take a special 
train of local insurance men to the convention 
where these talks are to be given, May 9 and 
10. The city of Reading will be the center of 
this most interesting gathering. 


BOSTON AND VICINITY 

Anchor Insurance Company Admitted to 
Massachusetts.—The Anchor Insurance 
Company of New York has been admitted to 
Massachusetts. W. H. Lewis of 141 Milk 
street is the agent of record. The company 
will write fire reinsurance. 

New England Agents to Meet at York 
Harbor.—The New England Advisory Board 
is discussing plans for a general conference of 
New England agents to be held at the Marshall 
House, York Harbor, Me., some time late in 
June. 

Vote Two-Platoon System.—The Boston 
City Council has voted to grant the two-platoon 
system to members of the Boston fire de- 
partment, effective February 1, 1924. The vote 
was unanimous despite the fact that voters. at 
the polls have twice gone on record with over- 
whelming majority as being opposed to the 
measure. 

New Fire-Alarm System Discussed.— 
At a meeting of representatives from the Na- 
tional Board of Fire Underwriters, Boston 
Board of Fire Underwriters, and Fire Com- 
missioner Glynn, and Chief John O. Tabor it 
was decided that the Boston fire department has 
outgrown the present fire-alarm system and 
that a new fire alarm headquarters building 
was badly needed. A conference of representa- 
tives of the Chamber of Commerce, New Eng- 
land Telephone Co. and other important inter- 
ests for a discussion of the situation will be 
called shortly as a result of this meeting. 
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SIOUX CITY, IOWA 


Paid Up Capital $1,000,Q00.00 
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Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 


We are well equipped to serve Agents of the Mis- 
sissippi Valley —Correspondence Solicited. 


OAKLEY H. BEYER 


Superintendent of Agents 


W. L. TAYLOR 
Vice-President and General Manager 














UNITED STATES HEAD OFFICE: 


431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-21 : $9,210,106.98 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-21 : $1,508,414.20 


EASTERN DEPARTMENT: 
45 John Street, New York City 
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“A little fire is quickly trodden out; 
Which, being suffered, rivers cannot quench,” 


Quenching Poverty Automatically 


Too often fire will get a firm hold before the fire department can 
reach the scene. 

Too often poverty has seized a bereaved family and held it just 
long enough to weaken its members physically and break down their 
morale. 

A comparatively small sum of money at the right time would have 
tided them over the worst of their misfortunes. 

Just as the first outbreak of flame melts the fusible strut on an 
automatic sprinkler and starts the deluge which checks the fire 
before it can spread, so notice of the death, sickness, or injury of a 
workman employed in a group-insured company starts the efficient 
machinery of Travelers claim service and nips financial distress in 
the bud. Group Accident and Sickness Insurance helps to pay the 
doctor’s bills and living expenses during the time the bread-winner 
is disabled. Group Life Insurance pays the bills which threaten a 
bereaved family. 

Preventing poverty is social work of the highest order. 

It is of even greater value to the community than the alleviation 
of conditions which already exist. Sell Travelers Group Insurance, 

Rarely does a man have the opportunity to be of as great assistance 
to as many of his fellow men. 

Ask the Branch Office nearest you about the opportunities that 
exist for you in Group Insurance, about our direct-mail campaign 
which you can use to broach the subject to prospects, to arouse their 
curiosity, to create an interest in it. Remember, an expert group 
salesman is at your command if you want his assistance in closing a 


THE TRAVELERS 


Insurance Company, Hartford, Connecticut 
Pays group death claims within forty-eight hours 
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WOMEN SMOKERS BLAMED 


Suggestion Made That They Added to 
Fire Losses of 1921 








ACTUARIAL BUREAU REPORT 





National Board Gives Total Losses for 
1921 by Causes 


Can the more general use of tobacco by 
women during the past few years be the reason 
for the startling advance in the fire losses from 
the twin hazard of “matches-smoking,” which 
in 1921 amounted to $25,992,033, according to 
an analysis just completed and to-day made 
public by the National Board of Fire Under- 
writers? 

Insurance men are asking themselves this 
question as they contemplate this record total, 
which compares with $16,453,562 for the same 
cause in 1918. For the six years ended with 
1921, the total for the cause amounted to $116,- 
263,307 ! 

The destruction resulting from the misuse 
of “electricity” amounted to $12,723,209, as 
against $20,780,307 in 1918, showing how the 
element has been forced out of first place by 
the other hazard. Electrical fires result from 
improper wiring and from defective and care- 
lessly used flatirons, toasters and other small 
heating devices. 

These figures are part of a report issued by 
the Actuarial Bureau of the National Board, 
following the careful analysis of 378,663 claims 
filed by its members for 1921. 

The aggregate destruction from all causes is 
startling enough in itself. It reached the huge 
sum of $495.400,c00 ($4.54 per capita) in 1921, 
which was more than any other previous an- 
nual toll with the exception of that recorded 
during 1906, the year of the San Francisco 
earthquake and conflagration. Five years ago, 
in 1918, the corresponding sum was $353,878,876. 

The actuarial bureau statistics show losses 
of $396,324,810 actually recorded, 25 per cent 
being added to allow for unreported fires and 
those involving uninsured property. This gives 
the national fire waste total. 

The other leading causes of fire and their 
proportionate amounts during 1921 were as fol- 
lows: 


Spontaneous combustion ............. $20,186,392 
Defective chimneys and flues........ 14,801,581 
Stoves, furnaces, boilers and their 

NUDE 565 ana carer af veh eras qe td ee 13,910,531 
PNGREIOIE NS Taccaie sik od acs oe Sooo 12,723,209 
LAT iNT a een Saher 12,353,222 
SHRASICGs ORe APOE s-5:se:% 4) oie wie eiares canzyarewiete 11,458,220 


All of these figures represent increases, ex- 
cept in the case of “electricity,” which dis- 
played an improvement of nearly $8,000,000, 
which no doubt is attributable in part to the 
educational efforts of the electrical merchandis- 
ing concerns. 

W. E. Mallalieu, general manager of the 
National Board of Fire Underwriters, in cdm- 
menting upon the statistics, said: 

“While the huge losses shown by our figures 
represent the wasting of time, labor and ma- 
terial resources at the rate of $1,357,000 a day, 
the fact that the largest part of the loss was 
Preventable makes the destruction appalling. 





Clark F. Hinman Becomes Manager 

From the Welles-Bowen Company of Toledo 
comes the announcement that Clark F. Hin- 
man, former State agent for the Svea and 
Hudson insurance companies in Ohio, has been 
made manager of its fire and surety bond de- 
partment. The move is effective as of Feb- 
ruary I and Mr. Hinman is now at the office 
of the Fidelity and Deposit Company in Balti- 
more, studying the methods used by them, 
as the Welles-Bowen Company is general agent 
for the Fidelity. 

Mr. Hinman’s experience in the insurance 
business has given him a thorough knowledge 
of the industry, for he was with the Ohio In- 
spection Bureau for three years, acting as in- 
spector and rater and since that time has been 
continuously engaged in field werk. He served 
as an artillery officer during the war and there- 
after was manager of the fire and marine 
branch of the Alfred M. Best Company of 
New York. 


Vv. A. Alexander Made Comptroller 


The Hartford Accident and Indemnity Com- 
pany, Hartford, has appointed V, A. Alex- 
ander to be resident comptroller at its New 
York branch office to take the place of W. W. 
Stewart, who has resigned. Mr. Alexander was 
originally with the Equitable Surety Company 
and later became head of the home office ac- 
counting department of the Globe Indemnity 
Company, from which post he joined the Hart- 
ford Accident. 


Carl J. Krieger Goes to New York 


Carl J. Krieger, who, since 1918, has been 
first assistant to the chemical engineer of the 
Underwriters Laboratories, has been transferred 
to the New York office of that organization as 
of February 1 and will represent the chemical 
department in that office. Mr. Krieger was 
graduated as chemical engineer from the Rose 
Polytechnic Institute in 1912 and after serving 
an apprenticeship in the Illinois Steel Com- 
pany’s laboratories, joined the Underwriters 
Laboratories 2s assistant chemical engineer. His 
extensive expericiuce since that time has partic- 
ularly fitted him for the work to which he 
comes and it is expected that his presence in 
the New York office will prove of great value 
to the underwriters in the territory. 





New Tennessee Commissioner 

NASHVILLE, TENN., February 1.—The ap- 
pointment of Albert Caldwell of Chattanooga 
as Commissioner of Insurance and Banking and 
to serve at the head of this department as In- 
surance Commissioner was announced this morn- 
ing by Governor Peay. He is a native of Ken- 
tucky, but served many years as a life insur- 
ance man in Knoxville and Chattanooga, being 
connected with the Provident Life and Acci- 
dent most recently. Ed. M, Gillenswaters, of 
Knoxville, former fire prevention commissioner, 
was named as labor commissioner to also be at 
the head of fire prevention and workmen’s com- 


pensation. 
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NO ACTION AT PITTSBURGH 





Excepted Cities’ Report Rejected by 
Western Men 





CHICAGO AND MILWAUKEE LEGISLA- 
TION AFFIRMED 





Cleveland, Cincinnati and Louisville Put on 
Same Basis as Milwaukee—Kenton 
and Campbell Counties Removed 
from Excepted Cities Class 
The report of the joint conference commit- 
tee of the Western Union and the Western In- 
surance Bureau on the excepted cities situation 
was rejected at the joint meeting of the two 
organizations in Pittsburgh last week. Both 
organizations held separate meetings, but the 
limitation of agents was the stumbling block 

over which the report fell. 

Action was agreed upon whereby the cities of 
Cleveland, Cincinnati and Louisville, heretofore 
unrestricted, will be placed under the rules 
effective in Milwaukee. Strict enforcement 
of the Chicago and Milwaukee rules was decided 
upon. The counties of Kenton and Campbell, 
which are in Kentucky, directly across the 
river from Cincinnati, will be removed from the 
excepted cities class. 

ISSUES NEW EDITION OF WORK ON 
INSPECTION 
Dominge and Lincoln’s Book Greatly En- 
larged 

The Spectator Company, 135 William street, 
New York, has published the third edition of 
“Fire Insurance Inspection and Underwriting,” 
by C. C. Dominge and W. O. Lincoln, respec- 
tively, New York city manager and chief in- 
spector-engineer of the Great American Insur- 
ance Company. The book consists of over 
i000 pages, pocket size, and is printed on very 
thin paper. The price is $6 a copy. 

Since the second edition was published the 
authors have revised the book thoroughly, add- 
ing about one-third to its size and bringing the 
number of subjects covered up to more than 
sooo. While designed primarily for the use of 
underwriters, inspectors and those engaged in 
prevention and extinguishing of fire,. it fur- 
nishes a vast amount of information of use to 
those in many other lines of business.—Journal 
of Commerce, New York. 

Rocky Mountain Fire Insurance Company. 
Great Falls, Mont. 

Because of the fact that the Rocky Moun- 
tain Fire Insurance Company of Great Falls, 
Mont., reinsured a portion of its risks in 1922 
in the Hartford Fire Insurance Company, THE 
SPECTATOR was misled into including the Rocky 
Mountain Fire in the list of companies retired 
in 1922, in the issue of January 18, last. We 
much regret this error, being informed that the 
company has heen continuously in active busi- 
ness, and that it shows a substantial increase in 
surplus as of December 31, 1922. There has 
been no change in management nor thought of 
retirement. 

The officers of the Rocky Mountain Fire 
are: President, Sam Stephenson; vice-president 
and manager, John E, Dawson; vice-presidents, 
Geo. H. Shanley, and Alfred Malonberg; secre- 
tary-treasurer, Leo P. McMeel. 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








W. H. GOULD 
ACTUARY & EXAMINER 


SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 














Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartfi Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
gurance Stuyvesant Automobile Ingurance 

Fidelity-Phenix 

Insurance Underwriters { BROKERS’ LINES SOLICITED 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 























J. L. MITCHELL 


is prepared to successfully negotiate and finance the re- 

Insurance or consolidation of either Legal Reserve, Mutual 

Assessment or Fraternal Life Companies, Associations or 

Orders. i : 

Temporary money advanced on strictly private 
arrangements. 

All oommuncations held personal and confidential. 

Address J. L. MITCHELL, 604 Masonifé Temple, Chicago, Ill. 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 





JAMES H. WASHBURN, F.A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordin Int 
= Group, Industrial and “Special Clee” 
i.” 8 ORKMEN'S|COMP NSATION —- 
pert Advice on Domestic, Tropi 
Semi-Trepical Business 
Cable Address: Gertract, New York 
165 BROADWAY :: NEW YORK CITY 

















3Cedar St. % New York 





JULIAN C. HARVEY, F.A.1.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


























Actuarial 





JNO. A. COPELAND 
Consulting Actuary 


JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 





25 FRANKFORT ST. NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg.. OKLAHOMA CITY, OKLA, 




















FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 











A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


F. M. SPEAKMAN, C. P, A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuntaats 


THE BOURSE PHILADELPHIA 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEB 
10 Jackson Place, N. W. Independent Life Building 

















FREDERIC S. WITHINGTON, F. A. I. A. 


CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 














SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


$02 Forsyth Bidg. ATLANTA, GA 








WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Pondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 
Examinat ens and Audits in all Branches of Insurauce 


43 Cedar Street, New York 








A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 





| 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to : 
Marcus Gunn, Consulting Actuary 
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Actuarial serve for claims, $1,968,886. New York Legislation 
The Massachusetts Bonding and Insurance ‘Arpany, N. Y., February 5.—The House 
— Company, under the able guidance of President 


w. B. YOUNG 
CONSULTING ACTUARY 
AND ACCOUNTANT 

D. R. McClurg, Associate 


430 Peters Trust Bldg. Omaha, Neb. 
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txaminers and Adjusters 








Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 
Park Row New York City 
as Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on te 4 performances—Weshow 
results. Send for booklet of references. Liability, Com- 

tion, Auto, Fire and Theft, Collision, Property 
amage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 
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Insurance Attorney 








Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHILAND 7358 
153 Fifth Ave., New York City 











Massachusetts Bonding Makes Big Gain 
in Surplus 

Among the results of the operations of the 
year 1922 on the part of the Massachusetts 
Bonding and Insurance Company of Boston 
are noted an increase of over $640,000 in the 
admitted assets, and a gain exceeding $420,000 
in the net surplus. The company is in a very 
strong condition, for its admitted assets on 
December 31, 1922, were $7,625,502, while its 
surplus as to policyholders was $2,625,510, in- 
cluding capital, $1,500,000, and net surplus, 
$1,125,510. Among the assets is noted a cash 
balance of $868,476, and a number of excellent 
investments, embracing United States Govern- 
ment securities, $1,519,233; State and municipal 
bonds, $1,647,100; Federal Land Bank farm 
loan bonds, $86,850; Philippine Government 
bonds, $27,000; railroad bonds, $805,055; mis- 
cellaneous bonds, $606,070; bank and other 
stocks, $557,690; real estate, $402,000; pre- 
miums in course of collection, $920,511, and 
lesser items. The chief liabilities are the un- 
earned premium reserve, $2,553,188, and the re- 


T. J. Falvey, has achieved a prominent and en- 
viable position in the underwriting world. 





Metropolitan Casualty’s Fine Record 

During the forty-nine years in which the 
Metropolitan Casualty Insurance Company of 
New York has been rendering a useful and ap- 
preciated service to the public, it has paid losses 
aggregating $8,017,661, and at the end of the 
period named, the company is in a stronger 
position financially than ever before. 

In 1922 the company increased its assets by 
nearly $269,000, and added over $327,000 to 
its net surplus, as well as having paid dividends 
to its stockholders. 

The Metropolitan Casualty presents a strong 
statement as of December 31, 1922, its resources 
amounting to $1,591,075 and embracing an ex- 
cellent list of assets. Among its investments 
are United States Government bonds valued at 
$302,600: New York State bonds worth $245,- 
000, and other bonds and stocks carried at 
$552,233. The company also reports having 
cash in bank and office, $133,326; loans on first 
mortgages, $140,500; premiums in course of 
collection, $204,343, and accrued _ interest 
amounting to $13,073. 

Its liabilities are made up of $566,366 of un- 
earned premium reserve; $44,374 reserved for 
unadjusted losses; $52,409 held to meet future 
tax payments to Federal and State govern- 
ments: $65,296 of commissions on uncollected 
premiums, and $1733 of other liabilities. 

The capital was increased during the year to 
$300,000, and after providing for the capital 
and all liabilities there remains a net surplus of 
$=60,896, so that $860,806, or 54 per cent of 
the total assets, constitutes surplus as to policy- 
holders. 

Organized forty-nine years ago as the Metro- 
politan Plate Glass Insurance Company, this 
vigorous old institution confined its business to 
the class of insurance indicated by that title for 
its first third of a century. Then its name was 
altered to its present form and the company 
took up the additional lines of health, accident 
and burglary insurance. 

After giving these classes of business a fair 
trial, it was deemed advisable to discontinue 
writing those lines, and the company has since 
heen writing plate glass insurance exclusively. 
For nearly half a century the Metropolitan 
Casualty has been supplying sound indemnity, 
and has gained a firm place in the esteem of 
agents and the public. In all that time the 
company has had but two presidents, and the 
present chief executive, Eugene H. Winslow, 
has held the office of president for the greater 
part of the company’s existence. Other officers 
of this substantial organization are: Vice- 
president, Robert A. Drysdale;: secretary, S. 
Wm. Burton: assistant secretary, Albert H. 
Lahy. 

President Winslow and his associates merit 
congratulation upon the fine results of their 
efforts in behalf of the company, both in 1922 
and in previous years. 
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judiciary committee has reported favorably 
Assemblyman Hutchinson’s bill, adding new sub- 
division 3-a, section 50, workmen’s compensa- 
tion law, providing for payment of compensa- 
tion by municipal corporations to municipal 
employees. 

These bills have been reported favorably by 
the House committee on insurance: 

Assemblyman Hutchinson’s, amending sec- 
tion 31, insurance law, relating to filing of a 
certified copy of the insurance superintendent’s 
certificate of authority by persons, firms or 
corporations acting as agents of foreign insur- 
ance companies. 

Assemblyman MHutchinson’s, amending sec- 
tions 9, 54 and 89, insurance law, by bringing 
under the provisions relative to certificate of 
authority conduct of business by persons not 
incorporated and to discrimination prohibited, 
the issuance of all kinds of endowment policies 
and annuity contracts, 

Assemblyman Hutchinson’s, amending the in- 
surance law by adding new section 101%, pro- 
viding standard provisions for annuities and 
pure endowment contracts. 

Assemblyman Hutchinson’s, amending sec- 
tion IOI, insurance law, relative to standard pro- 
visions of life insurance policies. 

A bill has been introduced by Assemblyman 
Kahan, adding new section 282-b, highway law, 
by reducing from $2000 to $1500 the amount 
of indemnity bond or insurance policy required 
from owners of motor vehicles transporting 
passengers for hire in cities of the first class. 

The following bills of Assemblyman Hutch- 
inson have been advanced to third reading by 
the House: 

Amending section 91, insurance law, by pro- 
viding that an agent’s certificate of authority 
may be revoked by the Insurance Superintendent 
only after investigation and hearing, for viola- 
tion of any iaw, or for misstatement in applica- 
tion, or for incompetency or dishonest practices. 

Amending section 56, insurance law, by pro- 
viding that a foreign insurance company must 
file with the Insurance Superintendent an agree- 
ment that it will not do business in this State 
which any insurance company, instead of any 
fire insurance company, as at present, is pro- 
hibited from doing. 

Amending section 50, insurance law, relative 
to agents of non-admitted insurers. 


Will Test Mississippi Law Taxing Un- 
authorized Premiums 


Jackson, Muiss., February 5.—A _ friendly 
test case has been arranged with the attorney 
general through Green & Green, attorneys for 
the insurance companies, to test the law re- 
quiring insurance agents to pay into the State 
treasury an amount equal to 4 per cent of all 
insurance premiums collected on policies placed 
with unauthorized companies not admitted to 
the State. The suit will be brought against 
Robinson & Julienne, agents for the Globe 
and Rutgers companies. This firm of agents 
handles large lines of insurance, running up 
to $500,000 in some cases. 


— 
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FIRE AUTOMOBILE MARINE 


mt HAMPTON ROADS 
FIRE «» MARINE 


Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HAROLD KNOx 
Secretary 


JAMES A. BLAINEY 
Vice-Pres. and Gen. Mgr. 


HENRY G. BARBEE 
President 














Tre lideliiyana (isualty (ompanyot NewYork 


ROBERT J. HILLAS, Pres. 


5294 —1922— 

Total Assets - - Over Twenty-seven Million Dollars 
Total Reserves - - Over Twenty Million Dollars 
Surplus to Policy Holders - Over Seven Million Dollars 
Losses paid to June 30, 1922 Over Ninety Million Dollars 














CASUALTY LINES Surety Lines 
ACCIDENT FIDELITY 
HEALTH COURT 

tiasiity |Casualty Insurance| contract - 
COMPENSATION FIDUCIARY 
AUTOMOBILE d DEPOSITORY 
BURGLARY an OFFICIAL 
ROBBERY CUSTOMS 
PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 
BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 

















“INSURANCE THAT INSURES”’ 




















“WHAT YOU ARE 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE NEW AGENT RIGHT 
AND 
SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 


JUST THE INFORMATION THE NEW AGENT NEEDS 
and prepares him for 


FIELD WORK AND MORE ADVANCED STUDY 


PRICES: 
Sample copy 50 cents 


2 Gopies...........- $5.00 100 Copies...... $25.00 
ay CO 9.00 500 Copies...... 100.00 
SO Copies... 5... 15.00 1000 Copies...... 175.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 








The Republic 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance, 
Fidelity and Surety Bonds 











QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


gives all the usual coverage demanded by live salesmen (and buyers) and, 
in addition. has a new liberal and strong selling inducement in its provision of 


DOUBLE DEATH BENEFIT for accidents occurring while riding tn 
PRIVATE or PUBLIC AUTOMOBILES 


20 per cent. of all accidents reported are Auto Accidents 


and no class of risk is more exposed to this hazard, through constant use, 
than the Preferred risk. They will want this policy. 


THE PREFERRED ACCIDENT INSURANCE CO, 
KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 














The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y. 





RS FTO 6 ons ce eenae i eens $2,800,000. 00 
SURPLUS TO POLICY HOLDERS... 350,000.00 
INSURANCE IN FORCE........... 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 


oT wour oe OER Te 














Live Men Wanted 


Y the largest life insurance company in the Middle West 
writing both Industrial and Ordinary. 


Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern. 
Now in its 36th year, it is entering a new era of growth and 
offers excellent opportunities at this time to insurance men, 
especially those with Industrial insurance experience. 


The Western and Southern Life Insurance (Co. 
CINCINNATI, OHIO 
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ite Great Lmenioan A Record-Break- 
linclammitiy 


ing Year 


is in prospect 
for The Great 
American. The 
general busi- 
’ ness depression 
which has 
swept the coun- 
try has not af- 
fected Great 
American busi- 
ness. It was 
never better. 






MANSFIELD, OHIO 
Ohio’s Largest and Strongest 
Automobile Insurance Company 
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Arkansas—one of the 
seven states compris- 
ing the loan territory 
of the F. B. Collins 
Investment Co. 


Arkansas’ 
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Mugkooee y 
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OKLAHOMA// 


y 





“Thirty-eight years 
without the loss of a 
cent of principal or 
interest to a _ single 
investor.”” 
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Pe Monroe//// 
LOUISIANA Field bf ice/ 


Varied 
Agricultural 
Resources 
Stand Behind 
Collins Farm 
Mortgages 


RKANSAS has 232,604 farms, valued at 
$924 395,483.00—and of the state’s 1,752,204 
people, 1,461,707 live in rural districts. Ar- 

kansas is an agricultural state par excellence. It 
produces almost every crop known, ranging from 
syrup, valued at $2,747,000 in 1922, to cotton, 
valued at $87,062,000. Nine million of its 17,456,750 
acres of farm lands are in field, orchard and garden 
crops. 


Added to its varied agricultural resources, Arkansas 
possesses vast supplies of oil, gas, coal, lignite, clay, 
granite, bauxite and other minerals. 


Collins Farm Mortgages are made only in select 
areas of Arkansas, directed from field offices at 
Muskogee, Okla., and Monroe, La. For further 
information on Arkansas or other farm mortgages, 
address— 


ne F.B.Collins Investment Co. 


Oklahoma City, Okla. 
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THE BOOK NO FIRE INSURANCE MAN CAN AFFORD TO BE WITHOUT 


JUST ISSUED — 1923 EDITION 


FIRE INSURANCE INSPECTION 
AND UNDERWRITING 


BY CHARLES C. DOMINGE AND WALTER O. LINCOLN 


Members National Fire Protection Association, 
Examining Underwriters Association and 
Insurance Society of New York 


A Complete Fire Insurance Reference Work Under One Cover 
Over 1000 Pages of Profitable Information 
More Than 5000 Subjects Treated 


Numerous Illustrations 


THIRD EDITION, ENTIRELY REVISED AND GREATLY ENLARGED 


Over 500 New Subjects; 37 New Illustrations ; 250 Additional Pages. 
Subjects are arranged alphabetically and well cross-indexed. 


Subjects covered embrace practically all fire and special hazards of 


Chemicals, Processes and Materials Used in Manufacture or Commerce, 


Standard Fire Insurance Policy Conditions, Definitions of Insurance Words and Phrases, 
Descriptions of Various Forms of Insurance, Dangerous Subjects Under Trade Names. 


The third edition of the above-named book, of which the earlier editions 
have proved very beneficial to those engaged in fire or marine underwriting 
or in the prevention or extinguishment of fire, will be of even greater service, 
especially to 


Insurance company managers Fire marshals Inspectors Underwriters 
Department managers Insurance clerks Local Agents Counter men 
General agents Insurance brokers Loss adjusters Map clerks 
Special agents Examiners Marine underwriters Placers 
Schedule raters Students 


Handy Size—Thin Paper—Flexible Cover 


PRICES: 
Per Copy (regular edition) $6.00 
OO ae ee $ 65 Oe goes as oi ee $190 
SID 4 a 6-0 + 4 4 02s oor $120 a re eee $330 


Edition de luxe, real flexible leather, gilt edges, thumb indexed, $10. 


THE SPECTATOR COMPANY 


Publishers 
CuHIcaco OFFICE 135 WituiAM STREET 
INSURANCE EXCHANGE NEW YORK 
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Incorporated Under the Laws of the Commonwealth of Massachusetts 





"Y 
e e 
Paid-up Cash Capital - - - 
ASSETS 

United States Government Bonds: oo... cc sos. 08 eet ae ncisieiere $1,387,633 .50 
U. S. Govt. Certificates of Indebtedness...................065 131,600 .00 
Federal Land Bank Farm Loan Bonds...................0008 86,850 .00 
Phittopme Govt. Public Inip't. Bonds. .. . .oi6 68 ccc co ccesceens 27,000 .00 
Site: filed PACINO E TIONG, 2.5 ooo chro vsraren ein Kx Sows were qe mee 1,647,100 .00 
ea agence SOINIRR ao ooh 02 8e oe alo Wri Die aead HSA. Ca¥ Bango vinte-eeENS 805,055 .00 
NE ARE IRIN oie oo cuit io eves Owen eR ae wr ew Dwele c.maENS 606,070 .00 
ores he Cette CIC TEOE CHOON ala cc no 0h f,8a er eckls. oie aconeoiniere oo vine, slawlete 557 ,690 .00 
ee aor sic a oh a a. od 0 528. o- 0155. 9. 6 WR SORTA 4.60 atid. SOUS tre alee 402,000 .00 
Deirdre RR ORS 56 dl os 54. 0) 36: Real gr ciara x ws alecmicierela welorenslececn 22,466 .66 

Unpaid Premiums 

Sabseduent ta Oct. 1, 1922 oo ind ccecwecsens $920,511.45 
TGTOr Cer Ola ie, Eg, Pee 6 oo. do 0k acers ew eerece ee eae 46,389 .36 

—— 966,900 .81 
Caaht it) Oliee Qt OGG oss hina hoes dwencerier cane wawenere 868,476 .37 
Accrued Interest and Rents......... a gie/a etna a c/a ears gra wlakeowaars 60,072 .97 
COE NRO eae ee HEC CREA RH ce Sas DOE eR Hehe EN s Ooewews 156,793 .81 
SECA NN RMU aoe ohn ar a os go W0) 0 6x6; #0. A RA wae @erehe WEES $7,725,709 .12 


Deduct Items not admitted by 
Insurance Departments, viz. 
Unpaid Premiums 





Py aC) 7 A | 7. En a $46,389 .36 
Oe IOs oo toa aie cara a so racarsi 856 he ere area Le Cece 53,817.81 
——. 100,207 .17 
ADE ee Ae ods besoin bcd Ue mensees Centdncidaweds $7,625 .501.95 


T. J. FALVEY, President CHARLES W. FLETCHER, Comptroller JOHN T. BURNETT, Secretary 


Massachusetts Bonding & Insurance Company 


HOME OFFICE, BOSTON, MASSACHUSETTS 


DECEMBER 31, 1922 
$1,500,000.00 


LIABILITIES 


$2,553,187 .88 


Premitnt Heseeves cs. si2ccc ees ccs 


Wee ee FG COMI aon sas daca i ee a aaa etn ae eee 1,968,885 .86 
Weéserwe far aceetedk amete fo jobs 0 cos bide wae ped ewaccasads 171,610 .96 
Mesetve for Commitee... oo nos oo She eetoc cen eeecdeus 250,519.74 
TROGCRCE [OK OINAUTONOO 5.5 << ne a avoid sion alin wage wxameaed 36,890 .80 
Nesetve for Other Uaabiities: << ook cceccscovwstees caeaetene 18,896 .43 
Total Liabilities, except Capital.......... ....+ $4,999,991 .67 

Surplus over capital and all 

RaMUMMNRIERe Foo ose nae se aciciwadeeewnmsl $1,125,510 .28 
Caan CBRNE ooo on oie. k. dee eae 1,500,000 .00 
Surplus to Policyholders, Insurance 

RNCMNUNNIGINE EIBOER So ooo. oucs 5 oo ce ink bea ae el Roam $2,625,510.28 
OVE AR ia ce a a burdat han aaa a eRe $7,625,501 .95 





Gain in Surplus for the Year 1922 


- $420,523.07 





A COMPANY WHICH FAITHFULLY ADHERES TO THREE BASIC PRINCIPLES, VIZ.; 
Complete Protection-Prompt and Just Settlements-Equitable Treatment of Policyholder, Agent & Broker 





























HEAD OFFICE: NEW YORK 


CASUALTY INSURANCE 
SURETY BONDS 





CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 


cities: 

Illinois Wisconsin Missouri Michigan Pennsylvania 

Aurora Milwaukee St. Joseph Bay City itoona 

Cicero Racine St. Louis int Chester 

Decatur Superior Grand Rapids Erie . 

East St. Louis § Madison Nebraska Jackson Harrisburg 

Joliet Omaha Kalamazoo Philadelphia 

Rockford Kansas Lansing Readi 
Wichita New Hampshire Saginaw Wilkes Barre 

Indiana Topeka Concord York 

Evansville Manchester 

ary Nashua 
Indianapolis 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 


Premium Rates—The Lowest 
Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treass. 
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WANTED 


Managers for These Important Districts 


KANSAS, EASTERN MISSOURI 
Guaranteed low cost policies. As good as we can make them, 


Any one of the above is an absolutely first class opportunity. 
If your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


—_— Address S. W. GOSS, Vice-President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 








HOME LIFE INSURANCE COMPANY 
WM. A. A 


The 63rd Annual Report shows: 
Premiums received during the year 1922................... $7,369,835 
Payments to Policyholders and their beneficiaries in Death 7 


Claims, Endowments, Dividends, Etc.................0. 5,400,769 
Amount added to the Insurance Reserve Funds............. 2,206,762 
Net Interest Income from Investment. ..........0600:¢ sois0 600s 2,110'999 

($722,352 in excess of the amount required to maintain the : 

reserve) 

Actual mortality experience 52.87% of the amount expected. 
GAGE ORNS See IE oa: 5555s arole75 «in ais aihig s-Piislsrere a died eae ache $282,163,052 
Nel esi PERAGA SECTS. oA o.5.0- oto eos ecese ase hA Uo acai Hoe Mar 46,253,715 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 














UBLICATIONS OF C. & E. LAYTON. 


The undersigned are sole agents in the United States for the old established 
England, whose long list of 
the most 


publishing house of Charles & Edwin Layton of London, 
on fire, life, marine and other branches of insurance embrace 
valuable and standard treatises on these subjects. 
SEND TEN CENT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 


135 WILLIAM STREET. NEW YORK 





REET RC 





LT A TREE 
C. E. Clarke, President J. R. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fla. 
Accident and Health Insurance 


Commercial and Industrial 














IT PAYS TO ADVERTISE 


YOUR NAME ENGRAVED IN 18-K GOLD 





All pencils are full length 7 inches, Standard High grade quality No.2 
medium soft lead, Highly finished Polish, Assorted Colors with Gilt tip and 
red rubber. 


Price per 1,000 Pencils—$35.00. 


T he above price includes one line imprint of 40 letters. 
For each additional line $5.00 per 1,000 extra. 
SAMPLES SENT ON REQUEST 





FEDERAL PENCIL CO., 621 Broadway, N. Y. 


——<$<$<S 














Worthy Traditions 


Mutual Benefit agents are men who have been 
drawn to the Company because of its traditions, 
its standards and ideals. For seventy-eight 
years the idea conveyed by the words ‘Mutual 
Benefit’”’—the good of all applied to the affairs 
of each—has been the guiding principle in 
treatment of policyholders of this Company. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Newark, N. J. 


ORGANIZED 1845 


TO SUCCESSFUL LIFE INSURANCE MEN 


The Great-West Life has room in various territories for industrious agents—men of seal and hard-work 
ing ability who can produce results. To such the Company offers most inviting propositions, backe{ 
by policies and service, which, year after year for many years, have built up the largest volume of new 
business in Canada written by any Canadian Company. The business in force of the Great-West Life 
has been consistently doubled every five years since commencement—from $862,200 in 1892 to well over 
$312,800,000 in October 1922. 

Address all applications to the Great-West Life, Offices at Detroit, Mich., Minneapolis, Minn, and 
Hatcher Bros., Fargo, N. D., or 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
WINNIPEG Head Office CANADA 


—_— — 





EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
—— and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 





Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 250,000 

The Reserve Fund is over $15,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to 


Miss Frances D. Partridge 
Supreme Record Keeper 
Port Huron, Michigan 


Miss Bina M. West 
Supreme Commander 
Port Huron, Michigan 





Saelelec ese Ree Poe 


“GRANDE 


FOR FOLDER 
SHOWING ELABORATE DISPLAY < 








MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE COMPANY. 


Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, 
COLORADO, TEXAS. 


in the country to-day. 


THE MANAGEMENT. 


OKLAHOMA, 
The best territory 


THE TERRITORY. 




















DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 
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SALESMEN WANTED! 


Reliable Men in Arizona, New Mexico and Texas 


for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. Liberal Commissions. Both 


Standard and Sub-Standard Risks. 


If You Are Already Writing Insurance Stop That 
Leak in Your Income by Placing Your Declined 


Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 




















WANTED 


High grade men can secure profitable contracts as 
district agents in the following important business 
centers: 

Chicago Grand Rapids Indianapolis Ft. Wayne 


St. Louis Kansas City (Springfield, Mo. Louisville 
Topeka Salina Leavenworth Lincoln, Nebr. 


We want men who can meet the following require- 
ments: 


A.—Men of good reputation, honest, and willing 
to WORK. 

B.—Men of SUCCESSFUL life insurance experi- 
ence. 

C.—Men who are good PERSONAL producers. 

D.—Men who know how to ORGANIZE and 
MANAGE an agency. 


To men who can meet these requirements, an unusual- 
ly attractive contract will be given and backed up by 
prompt and efficient home office service. 


Our policies have a “Selling Propeller” which fixes 
the applicant’s eye on the dotted line. 


Write us for further information. 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 











PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 
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INCOME INSURANCE 
SPECIALISTS | 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 








—_——=—— 


National Life Insurance Company 
of the Southwest 


The Company to represent in New Mexico 
and Arizona ‘‘More Days of Sunshine’”’ 








For attractive agency proposition write 


Ww. C. KEIM 


Agency Director ALBUQUERQUE, NEW MEXICO 
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ACACIA MUTUAL LIFE ASSOCIATION. 
THIS DID NOT HAPPEN BY CHANCE 


New Insurance Issued in 1921............ $42,448,000.00 
Gain in Insurance in Force............... 30,124,750.00 
Insurance in Force December 31, 1921... . 101,222,295.00 
EAR catia Gch See we Whisulew eb neesiss cs SAEDROIEDSLON 
Oe LO. rr 1,518,954.00 
Increase in Reserve.....................4. 1,282,156.00 


Increase in Surplus.................. 225,575.00 

UNEXCELLED LIFE INSURANCE PROTECTION— 

LOWEST NET COST—ABSOLUTE SECURITY—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
IELD FORCE 


WILLIAM MONTGOMERY Homer Building 
President Washington, D. C, 








1857 1923 


The Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 











RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI- 
TARY AND NAVAL SERVICE. The new Child’s Policy,of 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L. 
writes the accidental death benefit and income total disability. 
Best territory open in Ohio, Indiana, Illinois, Missouri and 
Iowa. 

FARMERS NATIONAL LIFE INS. CO. 


F.N. L. Building 3401 Michigan Ave. Chicago, Illinois 














AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract wil be given the right man. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 














HOME FRIENDLY INSURANCE CO. 
OF MARYLAND) 
has grown so in popularity until it isjnow generally conceded to be 
henecF the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 
Write for Financial Statement 


HOME OFFICE: 1026 Linden Ave., BALTIMORE, MD. 











NEW and up to date policy 
contracts. REAL SERVICE 
to Policyholdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 
DES MOINES, IOWA JAS. H. JAMISON, Pres’t 











FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 


Charter Perpetual > 
MAUMEE id esi laalaca eine ode POM Ga cate ee $1,000,000 
REE ALONE ee EE 16,189,923 
Reserve and other Liabilities........... 11,318,327 
PEs oteR ANB aw esos oo winseos ecssces’o a ocaie'ere 3,871,5 
Surplus to Policy Holders. ............. 4,871,596 


E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 
R. N. KELLY, JR., Assistant Secretary. 


aaa LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, PresipEnr. 
Agents desiring to connect themselves with a solid and progressive, yet conservative 
Life Insurance Company, ~an address S. D. Powell, Secretary, giving references. 
——— and Ordinary Life Insuranee policies issued upon all attractive forms 
of policies. 

















Kansas’ Greatest Life Insurance 
Company 


Announces a wonderful new line of Policies with what it be- 
lieves the most complete and remarkable rate manual ever 
offered the Insurance Solicitor. 


The Farmers & Bankers Life Insurance Co. 


Home Offices Wichita, Kansas 











Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. iberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 


Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y- 
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February 8, 1923 





THE SPECTATOR 








Old Line Bankers Life Insurance Company of Nebraska 


FINANCIAL STATEMENT OF JANUARY FIRST, NINETEEN HUN- 
DRED AND TWENTY-THREE 


ASSETS 
‘ mbit SADE VAN ie oo. ace ou oye oboe ie odicle eielelaca’ $16,513,567.42 
= hy oy 2) gue aa RRR ete 215,726.10 
Cash Loans on COMBO PONCE. o5c c.s.c:6 6 0: 4:0.0 slo 0 bale cic 2,892,268 .93 
Federal Land EERepSN MU RIMMOMOEN as) oa faa 5 aa) ai clot anu <cus disia piso hase 100,750.00 
METAL HONOS «05 vic occ ace tivisnie oo sisie eels teeine ceasionee 921,852.95 
Liberty, Victory and U.S. Bonds....................0.. 599,323.06 
eater Gh eA CICINReolcle Nato oid cee so) orsis: sisi a: 2): Sieinw gia aisha eis 148,946.81 
Interest Accrued, Not Due........ Ger creer te crereruce 325,473.19 
Net Deferred and Unreported Premiums................. 160,281 .20 
Furniture and Fixtures Account...................000- None 
Gta GOMID oo oleae 3: oiciore e1are:01 Ue are-cvloitma ines tia casieiewweve None 
MiG PIMNI NRTA VOCS 0; 654: 0) «co: <''g- 1 einlevete'n.e:0/ +14 ielel oe stele. cipisreisleivie None 
Stocks. .... sleestieloieieinieie 91-9510! rover eieietsivin: ce siete’ a Sin, =ieiale-sland dere None 
Rea PORTE EVAL ACES 6556) rat n:6) =: wioie ssl 0610/0. win. Hai eitiel ar risie ee None 
CMSA MMM LS is. 6 61a) b) he evortlal foieiar ora ait her hex ore a ed Go None 
Aasete, December: Si, 1922. ii. 6hs sk deaciicocies $21,878,189.66 
LIABILITIES 

Reserve, (Full Net Level Reserve)... .... oc ckccscccoees $14,702,529.62 
Denti Claitis, PYOOUE INOUTL. 6.5) 6.6:< cis occa cee otice ces aian es 22,046.00 
Granite Paid UP ACUANCE. «6 5s ooo ws sic ciswstnceseeenee 6,453.97 
Tiheeest MOG Ah ONONOE nc 6 oo cig 5 ln no vise n deiccewenecees 82,054.84 
Agents’ Credit PNRMA NOMEN  7per CS gin rota ry ren Sa es Ag Secale 17,436.29 


Grapense ACCOUNE. 6 oo.6:c pieisinciceectsee sesaccnssus vse ee se 1,125.98 


Reserve for Dividends and Installments left with Company 10,030.87 
icdeE CEG BRON oie wie ain cpio eo Wy cio.s sereciieiy ee niet eed eeies 326,665.12 
Reserve for Salaries, Medical Fees, etc................... 17,137.23 
Genital Stocks = 6c ac Peete Cee RE ODEO CCE 100,000.00 
Surplus for Protection Of Polieyholders. . oe sci osc sec owas 6,592, 709.74 

O77 | CN e R R i ROe Re k ee  e  a $21,878,189.66 


RECORD OF NINETEEN HUNDRED AND TWENTY-TWO 


Goats Me NED oe asa aes 6, oe. oes ae aie aR Ena Oia eaters $603,913.50 
IIIS 3. 5. e-5 sss ca pew gata ede ece a eames 956,833.18 
Gain in Assets........ 1,716,124.91 

4,092,252.74 


Gat NNG@IIO «6. 6:6. 6-6) 570:6/0156 « «cores 
Paid Policyholders 





Income Exceeding Disbursements...................000 1,714,085.35 
Insurance in Force December 31, 1922, $95,546,228.76 
Percentage of Death Losses paid to Mean Insurance................ 0.386 
Percentage of Total Terminations to Mean Insurance................ 8.27 
Average Percentage of Actual to Expected Mortality, December 31, 
TOUT, C0 DOCOMUIER DE, BOGE 6 2:5 s.oi6. onda 'oic, «4,058 4. wa 6 0:4/¢: 66 6 wi we.w 6 glare sree 39.90 


WE LEAD THE WORLD IN OUR HOME STATE IN OLD LINE IN- 
SURANCE IN FORCE 


STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 





PROGRESSIVE 33 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 





On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial “‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s .most progressive and 
tapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 

















Ready! 
New York State Field Annual 


AND 
Insurance Directory 


ONTAINING a complete list of agents in 

New York State (‘exclusive of Greater New 

York) with complete address, list of companies 
represented, etc. 


Many new features are included that will be 
found only in ‘Field Annuals.” 


*Greater New York is published separately. 





THE INSURANCE FIELD CO. 
Incorporated 
P. 0. Box 617, Louisville, Ky. 
Send me a copy of the NEW YORK STATE FIELD ANNUAL 
AND INSURANCE DIRECTORY. Enclosed find check for 
$5.00 to cover cost. 
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THE SPECTAPOR 














OVER HALF A CENTURY OF INSURANCE SERVICE 





IMPORTANT LIFE INSURANCE PUBLICATIONS OF 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK, 1922 | 
LIFE, CASUALTY AND MISCELLANEOUS VOLUME, $15; FIRE AND MARINE VOLUME, $15; THE SET, $25 





A BC of Life Insurance $2.00) Life Insurance and How to Write It $2.50 
Actuarial Theory 10.00| Life Insurance Policyholders Pocket Index 15 
pee: a ee rae ene 00 | Life Insurance Salesmanship 1.50 
merican-Canadian Mortality Investiga ; Mcniiiy lenis Hay ‘50 
Art of Canvassing, The -00) Multiplying Your Income 1.50 
Art of Insurance Salesmanship, The .00} Notes on Life Insurance 4.00 
Art of Selling, The .50| Objections and Answers 1.50 
Business Insurance .50| Plain Reasons 14 1.50 
Compendium of Official Life Insurance Reports 00| Plain Hints to Life Insurance Solicitors 50 
Cost of Insurance .00} Pocket Register of Life Associations 
Efficiency 95| Practical Lessons in Actuarial Science (Two vol- 


Graphic Selling Charts for Life Agents 00| _ umes), $8 each; ordered together 15.00 
ee ieee iain ieaiiatibaiasa 00 | Principles and Practice of Life Insurance 20.00 
Sow to Hell Insurance 00 | Prosperous Agent, The 1.50 
Illinois Standard Tables (3 vols.) 00| Psychology of a Sale. y 1.25 
ieaaais “saan , . 0 System and Accounting for a Life Insurance Co. 25.00 
: ‘ Short L s in Life Insurance 2. 

Insurance Science and Economics 3.00 — hy ic pea a 
— . =" Text Book (3 vols.) 2 One Thousand and One Hints to Agents of 

lle Agents Drie : Industrial Cos. 1.00 
Life Assurance Primer 3.00} What Life Insurance Is and What It Does 1.50 
Life Insurance Catechism .50! Why and How Business Insurance Benefits Its Users .25 


Sole Agents for all Works handled by CHARLES & EDWIN LAYTON, London, England 


Send ten cents in stamps for new complete catalogue of Insurance Publications with descriptive circular of books listed above 
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ILLINOIS STANDARD | waen it |S PUBLISHED BY HANDY GUIDE TO 


TABLES RATES, APPLICATIONS AND POLICIES 


By Facer & FACKLER THE SPECTATOR COMPANY of American Lite Companies 
Flexible cover, plain $4.00 


Vol. I. Net Premiums and Terminal With Thumb Index 4.35 
Reserves. IT IS Three Supplements (to sub- 


Vol. II. Mean Reserves. scribers) 


ets AE. Sa SoC. THE STANDARD WORK LIFE AGENTS BRIEF 


: PRICES Premiums; Policy Provisions; Divi- 
Single Volume $25.00 ON THE SUBJECT dends; Net Cost; Surrender Values. - 
Set of Three Volumes $60.00 In Flexible Cover $2.00 




















Write for list of up-to-date important life insurance leaflets; nearly a hundred to suit various requirements 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 











| Practical Pointers 2.00 ~ ia 








